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SOLID COMFORT FOR WORKER'S LEISURE HOURS 


FORCED HOT WATER HEAT KEEPS NOVEL RECREATION 
BUILDING AT RIGHT TEMPERATURE IN ANY WEATHER 






















The BEG Boostersand 

Controls used in the 
Chicago Bridge and 
Iron Works’ recreation 
building. BEG Forced 
Hot Water Heating 
Equipment is basically 
simple, assuring de- 
bendable, trouble-free 
Service. 
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BELL & GOSSETT COMPANY 


MORTON GROVE, ILLINOIS (Suburb of Chicago) 


Canodian Li S.A.A 


ig, Lid., 115 Dupont St., Torente 





TRIPLE DUT 
SYSTEM 


Employee welfare at the Chicago Bridge and Iron Works is well 
served by this amazing recreation building. Built of steel and 
lined with sound-deadening insulation, it acts as lunch room, 
ball room and meeting ground for other employee activities. 

A three-zone B&G Triple Duty System automatically distrib- 
utes heat in the required amounts to the various sections of the 
building. Three B & G Boosters and Flo-Control Valves govern 
the flow of water through the heating circuits, while a fourth 
Booster is used to circulate boiler water through a B & G Indirect 
Water Heater. This unit furnishes an ample supply of hot service 
water to lavatories and kitchen. 

Industrial management is increasingly recognizing the many 
advantages of B & G Forced Hot Water Heating. It permits 
sectionalized control of the heat supply—holds room tempera- 
ture at the comfort level—is dependable because simple—and 
economical because of modulated control. 

For complete design and installation information, send for the 
B & G Handbook. 










Send for this manual of in- 
struction for designing Forced 


Hot Water Heating Systems. 
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The Rota-Roll Pump 
used in Sundstrand 
Fuel Units is patented 
and manufactured 
only by Sundstrand. 


Sundstrand Pump 


Mme _ re 


especially in meeting new commercial standards. Accu- 

rately machined throughout, they are interchangeable, have 
standard 2-bolt or 3-bolt flanges, can be foot-mounted, or easily 
applied in other ways by means of adapters. So — in factory 
rebuilding, local-shop overhaul, or service on the installed oil 
burner — Sundstrand Fuel Units can be a big and profitable aid 
in restoring or improving original heating qualities. Sundstrand 
Fuel Units maintain steady pressure, run quietly, have quick clean 
cut-off. Precisely made, they are easy to install, reliable, durable, 
economical. S-1 gives 2-stage performance on all ordinary 
installations; S-2, with its tandem Rota-Roll pumps, meets 
extraordinary requirements. Investigate the profit-producing 
possibilities of Sundstrand Fuel Units for replacement service. 
Write, today, for Bulletin S-12. 


GS eeecin in Fuel Units are great for replacement service, 
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Read This Booklet 


Booklet illustrated describes 
true rolling action of Rota- 
Roll Pump, reduced speed of 
rotor, anti-hum feature, bal- 
anced valve, two stage per- 
formance; has specifications 
and vacuum chart. Write for 

our copy, today. Ask for 
Bulletin S-12. 
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ERE is another unit in which 

Torrington Airotor Blower Wheels 
are serving our armed forces and the 
public. 

The portable “ground heater’’ illus- 
trated is used by the Army Air Corps and 
by commercial air lines for preheating 
airplane engines and cabins, saving much 
valuable aviation gasoline previously re- 
quired for warming up engines on the 
ground. The Airotor Blower Wheel 
drives heated air through flexible hose to 
special connections under the plane. 





Only a sturdy and carefully balanced fan 
will withstand this high speed gasoline engine 
application, yet the Airotors used are of our 
standard design from regular production. 

The proper Airotor for each application 
may be easily selected from our dependable 
performance charts. Free samples will be sup- 
plied for further test. 


t ORRIN GON 


MANUFACTURING COMPANY, TORRINGTON, CONN. 
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Frank H. Dewey, general manager of 
the Airconditioning Div., Gar Wood In- 
dustries, Detroit, has been elected a vice- 
president of the Company, according to 
G. A. Bassett, president. 


J. E. Corbett, for the past five years 
sales engineer at New York for the Penn 
Electric Switch Co., Goshen, Ind., has 
been made manager of the company’s 
branch at Moline, IIl., succeeding Howard 
C. Shilling, who returns to Chicago. 


J. C. Wayne is now advertising and 
sales promotion manager of The Hot- 
stream Heater Co., Cleveland, succeeding 
O. A. Reiter, who resigned that position 
to become associated with the War Pro- 
duction Board. 


J. G. Gilmore, formerly with Oil De- 
vices, Inc., Columbus, has joined Allen 
Mfg. Co., Nashville, Tenn., and has 
helped develop a new oil pilot for vapor- 
izing burners. The new pilot is said to 
have a turndown ratio of 15 to 1, and op- 
erates with natural or mechanical draft. 


Simplex Oil Heating Corp., formerly 
in New York, moved its offices to 191 
Central Ave., Newark, on April 30, ac- 
cording to John H. Blake, Jr., president. 


C. M. Wilcox, Washington, was re- 
cently appointed chief of a newly created 
Plumbing Section of the Plumbing and 
Heating Branch of the War Production 
Board, according to W. W. Timmis, chief 
of the Branch. Mr. Wilcox had been on 
the staff of the Standards Section of OPA, 
for which he prepared standards on 
plumbing. 


A. D. Rose, former sales manager has 
been named assistant general manager of 
the James P. Marsh Corp., Chicago. James 
Emmett, Jr., former assistant to Rose, is 
now sales manager. 


The Mass. Oil Heating Assn. and the 
Old Timers’ Club plan their annual “Pack 
Up Your Troubles” outing at Marlboro 
Country Club, Marlboro, Mass., June 19. 
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Shipments of Oilburners and Units 


Adjusted to include manufacturers other than the 148 reporting to 
Census Bureau, FurLoi. & Ori Heat's estimates of shipments are: 





—_—_—_——_—__MARCH——— —_—_—_-~THREE MONTHS————— 
Percent Percent 
1942 1941 Change 1942 1941 Change 
Conversion 9,789 13,131 —35.2 40,118 42,299 — 5.2 
Boiler units 1,482 2,042 —27.4 4,252 5,204 —18.3 
Furnace units 2,179 2,483 —12.2 6,397 6,765 — 5.4 
All domestic 13,450 19,656 —31.6 50,767 54,268 — 6.5 
Commercial 3,930 2,477 + 58.8 12,302 7,301 + 68.5 
Total 17,830 27,133 —19.5 63,069 61,569 +. 24 
CONVERSION BURNER PRICE INDEX 20 
RETAIL —————=>_-— (Jan.1940=100) 77 7] 777-1 1 117 
WHOLESALE —-=-=-= 
10 
100 100 
90 90 
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Price Index: Conversion Burners: Jan. 1940 is 100% 


WHOLESALE 
Six monthsago 99.7 April 104.3 
Yearago 90.9 March 105.2 


RETAIL 
Six months ago 105.0 
Yearago 95.6 


April 104.5 
March 104.6 


April Minimum Retail Prices: Key Dealers 


CONVERSION BURNERS BOILER-BURNERS FURNACE’BURNERS 


Top price Low price Top price Low price Top price Low price 
Highest $349 $195 $525 $395 $495 $395 
Lowest 210 149 425 210 400 268 
Apr. Aver. 253 175 460 349 456 323 
Mar. Aver. 250 173 457 358 469 329 


Top price dealers have minimum retail prices of $200 or over on conver- 
sion burners; of $400 or over on boiler- and furnace-burners (less ducts). 


280 

INDEX OF BURNER PERMITS in 43 Cities ——— 
260 (Average of 1936-7-8 =100) 256. 260 

eee sys HOME PERMITS 
240 in ities -<-- == 

(Average of 1936-7-8 =100) i 
220 adjusted for 220 
200 200 
180 180 
160 160 
140 140 
120 120 
100 100 
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Trend of sales 


THE RESTRICTIONS on burner sales im- 
posed in March on dealers of the East 
Coast and Pacific Northwest were ex- 
tended in April to dealers in all other re- 
gions of the country. Limitation Orders 
L-56 and L-79 put a halt to all but re- 
placement sales activities, and on May 31 
Order L-74 stopped domestic burner pro- 
duction. Under these conditions, sales in 
April dropped to the tiny total of 7,717, 
off 70% from last year’s April volume of 
25,724. Not since 1934 has the industry 
done so little business in April. 

Reports from leading key dealers show 
that the 70% decline overall came as the 
result of sales losses averaging 86% in 
New England, 68% in the Middle Atlan- 
tic states, and 53% in the Midwest. New 
England key dealers sold an average of 
two burners each in the month, while 
those in the other East Coast states sold 
2.7 on the average and Midwest outlets 
moved 3.5 burners each. These figures in- 
dicate ‘the serious problems confronting 
key dealers in loss of income, and the ex- 
tent to which they will have to cut their 
overhead if they are to stay in business. 

SERVICE INCOME: Most leading dealers 
have obtained some relief from lack of 
sales income by concentrating more effort 
on paid service work. Though they are 
getting results and every extra dollar of 
income is important, it is “five-and-ten” 
business compared with burner selling. 
The average key dealer grosses only about 
$1,000 a month in service, the equivalent 
of two or three burner sales. In April last 
year a representative group of leading 
outlets did $1,060 worth of service work 
each, on the average, and in April this 
year they had boosted this average to 
$1,190, a rise of 12.3%. The rate of gain 
was the largest in New England, 31%, 
and the smallest in the Midwest, 1.9%, 
while Middle Atlantic dealers scored a 
13% gain. As Midwest dealers feel more 
severely the pinch of curtailed burner 
sales, their service income will probably 
get a bigger boost. 

MATERIALS: The order freezing dealer 
stocks apparently caught the average lead- 
ing retail outlet with 17 burners on hand, 
ten each for New England dealers, 22 
each for Middle Atlantic outlets, and 20 
each for those in the Midwest. These 
burners cannot now be sold except to pur- 
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chasers qualifying for A-10 or higher Oilburner* and Building Permits 








H ; ——OILBURNERS —DWELLINGS 
ratings, or for replacement to save oil, fon. hae. Pca Ao. hin Stee 
per amendment of L-79 late in May. Since 1942 1941 1942 1941 1942 1941 1942 1941 
: : 3 56 10 146 Albany, New York ie ai ‘ai ae 
in April the average dealer found only 138 523 908 1582 Baltimore, Maryland 294 475 759 1305 
two or three such buyers, present dealer a A * ; Binghamton, New York 2 11 13 26 
~ es ae Po Bloomfield, N. J. 4 22 59 49 
stocks should last for about five months. 14 134 297 502 Boston, Massachusetts 12 62 67 159 
BACK TO COAL: The Government cam- 10 36 «=—« 138 —Ss«169 Bridgeport, Conn. as ie sas HE 
: : = a ‘ mP ; Buffalo, New York 18 16 a 60 
19n ce 2 
paign abetted by coal dealers to influence S it % me Des Moines, Iowa 81 75 292 187 
oilburner users to convert back to coal is 81 91 278 307 Detroit, Michigan 918 1185 3530 3847 
r by t : . ’ : 9 20 40 79 Elizabeth, N. J. 7 BES 5 9 
eported y he Oil Coordinator's Office 10 15 47 63 Freeport, New York an Be ira a 
to have made a sizable dent in heavy-oil 3 Ks a wa Greenwich, Conn. 3 17 18 43 
consumption ‘ ently h Pe a os ae Hackensack, N. J. 31 8 37 28 
' ption but it apparently has had 78 97 214 252 Hartford, Conn. ep is te 
little effect on domestic burner users. Less 52 101 318 336 Hudson County, N. J. yes # ye se 
than a third of burner dealers report that 31 1 46 48 Irvington, N. J. 10 0 23 2 
; P ee me iy =) Lynn, Massachusetts 8 9 25 31 
any of their customers have returned to 13 11 37 71 Meriden, Conn. We es $s i 
handfiring. and most of these say that 29 46 103 141 Milwaukee, Wisc. 65 140 225 314 
<epian 63 79 202 285 Minneapolis, Minn. 43 138 218 355 
less than 1% of their users have done so. 3 19 37 51 Montclair, N. J. nt i) e =n 
On the basis of these returns, it is esti- °s z “: s Morristown, N. J. 3 3 6 3 
: 9 26 67 94 Mt. Vernon, New York : , ik ; 
mated that so far not more than one do- 51 90 144 234 Newark, New Jersey 
mestic burner user in 500 has given up 30 16 93-120 New Bedford, Mass. 
See : 15 15 54 68 New Haven, Conn. 
automatic oilheating. 2 2 9 8 New Orleans, La. ap aa ae mE 
OTHER PRODUCTS: Opportunities for y 15 32 53 New Rochelle, N. Y. 0 7 18 16 
dul 1 Fai 644 1170 2593 3161 New York City (total) 2a ; et <a 
ealers to recoup losses from burner sales 551 963 1982 2629 Brooklyn, Queens 
by handling other products seem to be 93 207 611 ¥352 Manhattan, Bronx, Rchd. ee ee oe ee 
or f ae apes” 126 58 425 259 Norfolk, Virginia 231 33 705 146 
elusive, for nearly all the sideline products 2 2 4 10 Oakland. Calif. om ot = ke 
they are best trained to sell have been 57 63 193 206 Peas Nebraska 33 86 247 254 
é 12 9 28 25 range, New Jersey 1 1 3 7 
ruled out by the War Production Board. 8 10 29 34 Passaic, New Jersey iF . Bs Fis 
All electrical appliances, all plumbing and 7 23 40 x1 Paterson, N. J. 2 30 13 70 
ste d all buildi nih 163 676 1329 2134 Philadelphia, Pa. i i a is 
eating, and all building materials have ‘3 - on ” Plainfield, N. J. 10 8 20 17 
been severely curtailed, similar to oilburn- 7 21 57 91 Portland, Maine 9 16 14 35 
ericti Fueloil nr : 204 176 870 694 Portland, Oregon 80 168 401 588 
er restrictions. Fueloil, coal, and house in- 3 3 12 9 Poughkeepsie, N. Y. os = .- - 
sulation and blackout materials offer 22 66 166 270 sg R.1 13 33 36 61 
ny é a a Faye a eading, Penna. 1 5 8 10 
about the only sources of additional in- oe eS a Richmond, Virginia a wr WW 
come. 54 38 154 120 Rochester, N. Y. ne pe 2 ig 
: oe ; 6 19 56 64 Rockville Center, N. Y. 0 7 14 51 
PRICES: Both retail and wholesale prices 1 10 14 39 Salou ‘Dissenceenite 2 7 6 9 
declined again in April, placing both be- 47 29 176 129 St. Louis, Missouri 65 114. 219 277 
; 91 130 292 375 St. Paul, Minnesota at 100 154 223 
low their March levels and thus below the 31 21 117 138 Schenectady, N. Y. De PP ae Be 
ceiling prices established by the recent re each a i 152-258 = 721 790 
: a s2 = ha Springfield, Mass. 81 32 218 87 
OPA general price control order. The re- 10 20 43 63 Stamford, Conn. ae cy iY 4 
tail index moved down from 105.2 in 3 13 18 25 Syracuse, New York 9 21 59 40 
; ; : : a a 22 Trenton, New Jersey 0 1 1 1 
March to 104.3 in April, while the whole- Utica: New York 56 3 57 13 


sale index went off from 104.6 to 104.5. 

HEATING EQUIPMENT: Factory ship- 
ments of cast-iron boilers in February 
were 20,489,000 Ibs., against 14,290,000 
Ibs. in February 1941, a gain of 43.3%; 


#60 66 phew 6&6 € 3s 6 6 Ub. 66 © 6:8 66 OO 6 0m 6 0 


Oilburner Installation Permits 
for New and Old Homes 


APRIL 1942 4 MONTHS 1942 


% % 

New Old New New Old New 
7 3 70.0 Freeport,N.Y. 22 +27 44.9 
28 3 90.3 Irvington,N.]J. 30 «621 58.8 
13. 0100.0 Meriden,Conn. 32 5 86.5 
0 3 0.0 Montclair.N.]. 0 37 G0 
3 $9375 Pascaic.N.}- 4 2513.8 
5 2 71.4 Portland,Me. 42 2760.9 
1 § 16.7 RokvileCtr.N.Y. 31 25 55.3 
5 26 16.1 Schenectady,N.Y. 21 9617.9 
0 47 0.0 St.Louis.Mo. 0 165 0.0 
0 3. 0.0 Syracuse,N.Y. 5 1033.3 
62 97 39.0 187 438 30.0 


OIL HEAT, June, 1942 


135.319 613—s«d1:136 


Washington, D. C. 


aa “te 3 es West Orange, N. J. = 11 14 28 

7 24 35 81 White Plains, N. Y. 0 3 2 17 

9 60 85 144 Wilmington, Delaware 1 30 13 59 

55 60 136 228 Worcester, Mass. a we ~ Sed 

os 40 ay 154 Yonkers, New York ea oe Pe Pe 
2353 4433 10612 14276 Totals 2350 3195 8403 9364 
—47.0 —25.7 Percent Change —27.3 —10.2 3 





*Permits are not total sales in each market since none are repored from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


in the first two months this year ship- 
ments totaled 39,017,000 lIbs., a rise of 
28.6% over last year’s corresponding 
total of 30,335,000 lbs. Shipments of cast- 
iron radiators in February this year were 
6,781,000 sq. ft. of heating surface and 
last year 4,891,000 sq. ft., an increase of 
38.6%; in the first two months this year 


eevee es ees Chee eHeSeeeC TPC eearcece 


shipments totaled 12,956,000 sq. ft., com- 
pared with 10,730,000 sq. ft. in the first 
two months of 1941, a gain of 20.7%. 
AIRCONDITIONING: Orders booked for 
warm air furnaces and winter aircondi- 
tioning units in the first quarter of this 
year were 76,410 units, compared with 
83,791 last year. 











TUTHILL’S Be See ea ee ee: 
IS YOUR Rey Oar eee ae ee 


Dependable oil burner pump performance— always important— 
is vital now. That’s why Tuthill offers you a simplified war-time 
service to ‘‘keep 'em running.” 

Under this plan, your Tuthill Pumps and Fuelstats can be recon- 
ditioned for ‘“‘like-new" performance, either at the factory or at 
one of our authorized service stations. 


This prompt, dependable and economical service is your assur- 
ance of guarded performance for the duration. 





Write for complete details today. 



























































PRECISION-BUILT ° . . JOB-ENGINEERED PUMPS 
TUTHILL PUMP COMPANY + 939 EAST 95TH ST., CHICAGO, ILL. 
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Service - for Profit or Fun? 


Maintenance and Repair Work Must Yield Income 


By A. E. Coburn 


A few basic suggestions for oil burner dealers and oil company 

service departments that now are checking their costs on service 

contracts and emergency calls. Every item of cost must be 

charged against every call if service operations are to help pull 
the firm through the emergency period 


| call costs the average Massa- 
chusetts dealer slightly more than $3.00, 
according to a survey recently made by 
Fred N.° Beckwith, administrative secre- 
tary of the Massachusetts Oil Heating 
Association, though only half of the deal- 
ers covered get as much as $3.00 for their 
paid service. If consideration were given 
to the amount of service that is given 
away, the cost per paid service call would 
be unbelievable. This is the principal rea- 
son why only 30% of dealers show a net 
profit on their service business, in spite of 
the fact that only 20% of the dealers 
charge as much as one-half their over- 
head to the service department. 

Massachusetts dealers probably are no 
better, and no worse, than the average 
for the country. They are cited here only 
because they are the first to be surveyed 
by an alert association executive who is 
awake to current conditions. 

Burner service must become a source 
of income for those dealers who are go- 
ing to weather the months immediately 
ahead, and that makes necessary an ac- 
curate knowledge of costs, plus the cour- 
age to charge a fair price for fair service. 
Actual figures for any particular business 
must be compiled out of the records and 
experience for that business, but there are 
certain basic rules that will guide the 
dealer to an accurate accounting of his 
own experience. 

Timken Silent Automatic has done an 
outstanding basic job of gathering and 
digesting service figures. Not only has the 
company watched its dealers’ operations 
closely, but it has had first-hand experi- 
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ence in all the better markets through the 
operation of branches. On the basis of its 
experience, Timken is urging its dealers 
to go all-out on burner service, and offi- 
cials are convinced that a properly man- 
aged service department will show a rea- 
sonable and much-needed profit during 
the period of limitation on equipment 
sales—and, it is hoped, forever more! 
“We are encouraging our dealers to get 
into the service business with both feet,” 
says T. A. Crawford, Timken’s general 
sales manager. “This includes “all-makes’ 
service as well as maintenance and repair 
on our own equipment, and is designed to 
embrace summer cleaning work, contract 
service with and without parts, and emer- 
gency calls. Every dealer will have to 
streamline his operation, but we are con- 
vinced that most of them can maintain 
themselves during the emergency if they 
are willing to take the necessary steps.” 
The company has provided its dealers 
with an extensive and exclusive plan of 
service promotion and sales, but its break- 
down of costs and pricing formula is valu- 
able for every dealer in the business. The 
pricing formula assumed three hourly 
wage rates for service men; 80¢, $1.00, 
and $1.20 per hour, though any dealer 
may substitute his own average figure. 
They have found that 10% must be 
added to the hourly rate to cover repeat 
calls. Whether these repeats are justified 
or not they must be included in the fig- 
ures. The fact that a service man has in- 
spected or repaired a burner calls the 
owner’s attention to it, and in a minimum 
of once in ten visits, he will demarid that 


some real or imaginary further adjust- 
ment must be made. 

Overhead charges will vary month to 
month, and in different areas, but it is 
considered conservative to charge 100% 
of the direct cost as overhead in the rate. 

Lost time, during which service men 
may be cleaning up the shop, checking 
stock, or playing cards, must be considered 
in the hourly rate. The driving time to 
and from the job must be included in this 
figure. Timken adds 10% of the selling 
price for lost time, though the individua! 
dealer may want to vary this to fit his 
own experience. Then 5% of the total is 
added for profit. Table 1 shows the tabu- 
lation of these hourly rates according to 
the three basic wage scales. 


Time Per Contract 


Having established a basis for figuring 
a rate per hour, the next question is to 
find the amount of time an average con- 
tract will consume. This will depend on 
several variables, such as distance, type of 
call, and whether the dealer is working 
on his own equipment and installations, 
or on all-make service where the burner 
is of an unfamiliar make and type. 

It has been found that the average time 
for a fall startup, including a cleaning of 
the equipment, is 2 hours on the dealer’s 
own equipment, or 3 hours on unfamiliar 
burners and installations. This will vary 
with the individual dealer, but it must be 
remembered that the cleanup or startup 
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Table 1. Method of Calculating 
Hourly Rates for Service 


Labor cost $0.80 $1.00 $1.20 
Repeat calls .08 10 12 





Direct cost 88 1.10 1.32 
Overhead (100% ) 88 1.10 1.32 
Lost time (25%) .20 ze 30 
Profit (5%) .09 4 .16 





Rate per hour 2.05 2.60 3.10 
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cannot be a simple motor-wiping job. If 
the customer is to be satisfied, and an 
extra call is to be avoided, this call should 
include a thorough check-up on the entire 
installation. 

A typical contract includes an extra 
inspection and a winter check-up. The 
extra inspection may be a check-over to be 
sure that all is going according to plan, 
and though it is not included in the terms 
of the original contract, it is likely that it 
will be necessary at some time during the 
heating season, and therefore should be 
included in the time schedule. The winter 
inspection should be more thorough, and 
should include checking over the controls, 
firing rate, combustion efficiency and con- 
dition of the heating plant. This probably 
will consume 1 hours on an installation 
with which the man is familiar, or about 
2 hours on a strange burner. Then, there 
must be included at least one emergency 
call during the term of the contract, and 
many dealers find that this is too con- 
servative. 

Table 2 shows the minimum time that 
can be figured for a contract on a dealer’s 
own equipment, and on all-makes service. 


Table 2. Service Time per Contract 
Own All-Makes 








Burners Service 
Fall startup 2 hrs. 3 hrs. 
Winter inspection 14 2 
Extra inspection 1 1) 
Emergency call 1) 2 
Time per contract 6 hrs. 9 hrs. 


Due to conditions beyond the dealer's 
control it has been found that service on 
unfamiliar equipment takes 50% more 
time than on his own installations. This 
fact should not be overlooked in figuring 
to care for other dealers’ burners. 
Annual service contracts may include 
parts, and if so, from $3.00 to $4.00 must 
be added to the contract price to cover 
the required parts. Again, this figure can 
be arrived at only by a study of the deal- 
er’s experience, but once the actual cost 
of the parts per contract has been deter- 
mined, whether $2.00, $3.00 or $4.00, an 
additional 20% should be added for over- 
head and profit, as shown in Table 3. 


ee 


Table 3. Charge for Parts in Service Contract 
Average cost $2.00 $3.00 $4.00 
Overhead (10%) .20 30 40 
Profit (10%) — .20 30 40 





Charge for parts 2.40 3.60 4.80 
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Assuming, for the sake of illustration, 
a dealer has decided to offer service on all 
makes of burners and is paying his men 
$1.00 per hour. He is going to arrive at a 
price for a contract, including parts. 
From Table 1, we find that his charge per 
hour should be $2.60. The contract for 
all-makes service should allow 9 hours of 
labor (Table 2), or a direct labor charge 





of $23.40. To be conservative, we will put 
in the cost of parts at $3.00, and we must 
allow a commission of at least $1.00 to 
somebody to sell the contract. Therefore, 
the dealer must get at least $27.40 for 
this contract if he is to stay in business. 

Table 4 shows how a dealer would fig- 
ure a service contract with parts on his 
own installations. 

There are, of course, all sorts of varia- 
tions in service contracts, depending on 
the amount of inspection service a dealer 
agrees to give, whether the contract covers 
a full year, a heating season, or whether 
it is possible to sell a summer service con- 
tract to maintain water heating equip- 
ment. Summer contracts are hard to fig- 
ure, since they usually cover only emer- 
gency service, and only the dealer’s own 


Table 4. Calculation of Price of Contract 
to Service Own Burners with Parts 


Labor Labor Labor 


@0.80 @1.00 @1.20 

Labor (6 hrs.) $12.30 $15.60 $18.60 
Parts 3.00 3.00 3.00 
Commission 1.00 1.00 1.00 





Selling price 16.30 19.60 22.60 
($16.50) ($20.00) ($23.00) 


Cm 6 2 C8 69 0.6 6 pe 6 8 WOKE AO 6 0 0 6.68 6. Oe 


records will show how many calls per man 
or calls per contract he must allow. 

It has been found that few dealers can 
take care of two burners on the same job 
much cheaper than two burners on sepa- 
rate jobs. A separate oil-fired water heat- 
er, for instance, requires the same service 
time in a contract as the heating plant, 
with the exception of traveling time on 
regular inspections. Parts, cleaning, check- 
over, fall startup, and emergency calls 
take as much time for the second burner 
as for the one. Contract time for two 
burners in one basement should not be 
less than 150% of the time figured for 
one. : 
Thousands of dealers now are checking 
over their service prices for contracts and 
emergency calls. The important thing to 
remember is that all costs must be charged 
against every call unless the dealer is will- 
ing to stay in business for fun. 
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Class ““A”’ Burners Are 


Redefined in Order L-74. 


DEFINITIONS of Class A and Class B oil 
burners have been redefined in Limitation 
Order L-74 by an amendment to the pro- 
duction stop-order on June 4. 

Class A oil burner now means: 

(i) any oil burner which is specifically 
designed to use on a ship, for use in cook- 
ing, or for use in heat treating or process- 
ing, and (ii) an oil burner which has a 
capacity for burning oil at a rate in ex- 
cess of fifteen (15) gallons per hour. 

A Class B is any other oil burner. 
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Norris Heads Operations 


A NEW Operations Section of WPB’s 
Plumbing and Heating Branch has been 
announced by W. W. Timmis, branch 
chief. New head of the Section is Henry 
S. Norris, formerly a partner in Nassau 
Engineering Co., Glencove, L. I, N. Y., 
and prior to that connected with Ameri- 
can Radiator. Mr. Norris will have charge 
of conversion of oilfired plants to coal. 
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Amended L-79 Unfreezes 


Oil-Saving Burners, Stokers 


D OMESTIC oil burners that are installed 
to replace older, inefficient equipment, 
have been released from the restrictions 
of L-79, providing that such a replace- 
ment does not conflict with any other re- 
strictive order, according to an amend- 
ment issued May 23. Small stokers also 
have been released, and the amendment 
provides for unfreezing other equipment 
required to convert oil and gas installa- 
tions to coal. 

Text of the more important sections of 
the amendment follows: 

(b) General Restrictions. No person 
shall sell or deliver any New Metal 
Plumbing Equipment or New Metal 
Heating Equipment to an Ultimate Con- 
sumer except that, subject to the restric- 
tions of any other order of the Director 
of Industry Operation, 

(1) any person may sell and deliver 
any item of New Metal Plumbing Equip- 
ment or New Metal Heating Equipment 
which item is sold by him for no more 
than five dollars ($5.00), provided that 
such item is sold as a part of an order the 
total cost of which to the purchaser is not 
more than ten dollars ($10.00); 

(2) any person may sell and deliver 
any New Metal Plumbing Equipment or 
Metal Heating Equipment pursuant to an 
order or contract which bears a prefer- 
ence rating of A-10, or better; 

(3) any person may sell and deliver 
any of the following listed equipment: 

(i) Oil burning furnaces (including 
but not limited to furnace burner units), 
oil burning boilers (including but not 
limited to boiler burner units) and oil 
conversion burners, provided that such 
furnaces, boilers and burners may be sold 
and delivered only if they are sold and 
delivered to replace other oil burning 
heating equipment for the purpose of re- 
ducing the consumption of fuel oil. 

(ii) Any equipment which is specifi- 
cally designed as hospital equipment, sur- 
gical equipment, dental equipment, veter- 
inarian equipment, barbershop equipment 
or beauty shop equipment; 

(iii) Any equipment which is sold and 
delivered pursuant to an order received 
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or contractual engagement made prior to 
April 17, 1942, provided that delivery is 
made not later than June 30, 1942; 

(4) through July 31, 1942, any person 
may sell and deliver any New Metal 
Plumbing Equipment or New Metal 
Heating Equipment concerning which the 
purchaser has made the following signed 
statement to him, listing all New Metal 
Plumbing Equipment or New Metal 
Heating Equipment to be sold or deliv- 
ered: 

“The following equipment 
is required for the completion of the erec- 
tion, construction, remodeling or rehabili- 
tation of a building, structure or project, 
or additions, extensions or alterations 
thereof, which has been initiated (by 
physically incorporating therein material 
which is an integral part thereof) after 
July 31, 1941, but prior to April 10, 
1942. 

“Dated Signed 

This statement shall constitute a repre- 
sentation to the War Production Board 
and to the person supplying such equip- 
ment that the stated facts are true and 
that the listed equipment will be used for 
the purpose stated; 

(5) any person may sell and deliver 
any New Metal Plumbing Equipment or 
New Metal Heating Equipment concern- 
ing which the purchaser has made the 
following signed statement to him listing 
all New Metal Plumbing Equipment or 
New Metal Heating Equipment to be sold 
or delivered: 

“The following equipment 
is required for the completion of the erec- 
tion, construction, remodeling or rehabili- 
tation of a building, structure or project, 
or additions, extensions or alterations 
thereof, which has been specifically au- 
thorized by the Director of Industry Op- 
erations pursuant to an application for 
authority to “Begin Construction,’ in ac- 
cordance with Limitation Order No. L- 
41. 

“Dated. Signed 

This statement shall constitute a repre- 
sentation to the War Production Board 
and to the person supplying such equip- 


” 





” 





ment that the stated facts are true and 
that the listed equipment will be used for 
the purpose stated; 

(6) any person may sell and deliver 
any cooking stove, heating stove, and/or 
water heater concerning which the pur- 
chaser has made the following signed 
statement to him listing all equipment to 
be sold or delivered: 

“The following equipment 
is required by me for use in my place of 
residence, in which there is no equipment 
of the type listed. Further, I do not have 
available any other equipment which I 
can use in my place of residence instead 
of the above listed equipment. 

“Dated: Signed 

This statement shall constitute a repre- 
sentation to the War Production Board 
and to the person supplying such equip- 
ment that the stated facts are true and 
that the listed equipment will be used for 
the purpose stated; 

(7) any person may sell and deliver 
any New Metal Plumbing Equipment or 
New Metal Heating Equipment pursuant 
to specific authorization of the Director 
of Industry Operations on Form PD-423; 
and 

(8) nothing in this Order shall be con- 
strued to limit the sale or delivery of any 
equipment which is to be used for the pur- 
pose of converting oil burning equipment 
or gas burning equipment to coal burning 
equipment. 

(c) Records. All persons affected by 
this Order shall keep and preserve for not 
less than two years accurate and complete 
records concerning inventories and sales. 
Similarly there shall be kept and pre- 
served the signed statements referred to 
in paragraph (b) (4), (b) (5) and (b) (6) 
above. 

(h) Applicability of Other Orders. 
Insofar as any other Order issued by the 
Director of Industry Operations, or to be 
issued by him hereafter, limits the use of 
any material to a greater extent than the 
limitations imposed by this Order, the re- 
strictions of such other Order shall gov- 
ern, unless otherwise specified therein. 


ASH&VE Meets at St. Paul 


THE REGULAR semi-annual meeting of the 
American Society of Heating & Ventilat- 
ing Engineers is being held June 15 to 17 
at the St. Paul Hotel, St. Paul, Minn. 


” 
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Conversion to Rail | 


White Report Shows How in New England 


By Robert Gray 


Numerous and varied are the opinions 
being circulated through the industry 
about fueloil supply for next heating sea- 
son; you can hardly find any two men in 
full accord, because up to press-time Hit- 
ler and his friends have failed to tell us 
just what they intend to do. 

The same contingency must qualify 
every decision and every plan that will be 
made. However, it is possible to minimize 
or limit the uncertainties through intelli- 
gent surveys and analytical studies, to 
learn how far we can depend upon what 
kind of distribution facilities. 


Mx of the Navy have unofficially 
told oilheating men that they cannot rely 
upon any tanker haulage to East Coast 
markets, should war conditions require 
them all being taken to supply our armed 
forces, and that this probably will hap- 
pen. So before it’s possible to go far in 
future planning, someone has to do a lot 
of headwork and legwork to learn the 
facts of existing facilities, facts that were 
not previously necessary to know. 

What, for example, are the present 
capabilities of transportation systems 
other than water to supply New England 
with the petroleum products needed in 
coming months? 

That was the interesting assignment 
given Joseph F. White, New England’s 
representative on the Transportation 
Committee for District 1. His report, now 
completed and being studied by key men 
in Government and Petroleum Industry 
circles, will probably serve as a model for 
like studies in other areas. 

Assisting Mr. White was a volunteer 
committee of New England oil officials. 
Some of the conclusions of the report 
were related by Mr. White to New Eng- 
land oil men assembled in Boston on May 
27. Other speakers at the same meeting 
made reference to it. 

To begin, it was obvious that if New 
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England must do without tankers entire- 
ly, everyone couldn’t have all the petro- 
leum products he wanted, on a peace- 
time basis. So a conservative curtailment 
was fixed, not officially but by informed 
opinion, at a 20% reduction in heating 
oil and 25% in gasoline, both as deduc- 
tions from 1941. 

Shown in Table 1 are estimated month- 
ly demands, on the rationed or curtailed 
basis, by months, from May of this year 
through April next year, for the six New 
England states. The purpose of the com- 
pilation is to learn how much surplus 
must be accumulated through the months 
of lesser demand to take care of peak 
months. The average daily consumption 
on a year-round basis, is shown to be 
310,712 barrels; to bring all of this into 
New England by rail calls for 1,475 tank 
cars, of 210 barrel average, each day. 

The greatest storage of surplus stocks 
would be needed at the end of October, 
when there should be on hand at least 
14,500,000 barrels to take care of winter 
needs over and above the 1,475 cars com- 
ing in daily. 

Table 2 shows another break-down of 
the same data, this time by states and for 
the full year. The White report also 
showed each state by months, from which 
it was evident that peak storage needs oc- 
curred at just about the same time of year 
in each state. The average daily demand 
throughout the year, and the number of 
cars needed each day to carry this into the 
state, are in the last two columns. 

In Table 3 the storage capacity for all 
petroleum products in each state makes it 
clear that the needs of Table 2 can be met 
with little difficulty, although in some 
communities it will be necessary to switch 
the use of individual tanks or bulk plants 
from one product to another. Table 4 sets 
forth the ratios of existing -storage ca- 
pacity to estimated annual consumption. 

Up to this point each question seems to 
find a ready and satisfactory answer, but 


the survey soon runs into some complexi- 
ties. Recall that the goal is petroleum dis- 
tribution fully independent of ocean- 
borne transit. Table 5 presents the first 
real trouble. Of all storage. in the six 
states, 21% hasn’t a foot of railroad track 
within quite a distance; it is entirely tide- 
water storage. If accumulating summer 
surplus were the only need for these fa- 
cilities, the problem would be minor, for 
New England has over 17!/2 million bar- 
rels on rail lines while total summer sur- 
plus needing storage is only 14Y2 million. 

The major use of bulk plants, however, 
happens to be, not long time storage, but 
daily through-put. Thus, Connecticut, 
with barely 45% of its facilities on rail 
sidings, couldn’t conceivably depend on 
rail 100% unless rail extensions were 
made on a large scale, for which steel is 
not available. 

The solution would seem to be in using 
barges and small inside-water tankers to 
load at rail terminals in the New Jersey 
section of the New York harbor area, 
then moving through the East River and 
Long Island Sound to the Connecticut 
water terminals. The route would prob- 
ably be safe enough and preliminary in- 
quiries point to ample carriers. Similarly, 
barges and small tankers could be used at 
many harbor and river points throughout 
New England for movement from large 
combination water-rail terminals to sec- 
ondary waterside plants and to transport 
truck loading points..A good many rail 
cars could be released in this way. It is 
estimated, for example, that water trans- 
port from New York harbor to Connecti- 
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TABLE | 


Estimated Rationed Consumption, Petroleum Products New England States, 
May |, 1942 to April 30, 1943 

































(In thousands of 42-gallon barre!s) 


















































Equal Div. 
Gasoline Heating Oil Bunker All Other Total of Year Over Under 
%o Bbl. % Bbl. %o Bbl. % Bbl. % Bbl. % Bbl. % Bbl. % Bbl. 
May *9.0 2700 4.5 1800 7.0 2450 8.3 700 6.8 7650 8.3 9450 «1.5 1800 
June 8.7 2600 2.0 800 6.5 2275 8.3 700 5.6 6375 8.3 9450 2.7 3075 
July 8.7 2600 i 600 6.5 2275 8.3 700 5.4 6175 8.3 9450 2.9 3275 
August 8.7 2600 1.5 600 6.5 2275 8.3 700 5.5 6175 8.3 9450 28 3275 
September 8.3 2500 4.5 1800 i & 2625 8.3 700 6.6 7625 8.3 9450 1.7 1825 
October 8.3 2500 » 3p 2200 8.0 2800 8.3 700 Tia 8200 8.3 9450 1.1 1250 
November 8.3 2500 = 10.5 4200 9.0 3150 8.3 700 9.3 10550 8.3 9450 1.0 1100 
December 8.3 2500 16.0 6400 10.5 3675 8.3 700 11.8 13275 8.3 9450 ae 3825 
January 7.8 2300) = 15.5 6200 10.5 3675 - 8.3 700 11.4 12875 8.3 9450 3.1 3425 
February 7.3 2200 15.0 6000 10.0 3500 8.3 700 10.9 12400 8.3 9450 2.6 2950 
March 8.3 2500 15.0 6000 10.0 3500 8:3 700 - B42 12700 8.3 9450 23 3250 
April 8.3 2500 8.5 3400 8.0 2800 8.3 700 8.3 9400 8.3 9450 
Total 100 30000 100 40000 100 35000 100 8400 100 113400 100 113400 14500 14550 
=——. Barrels per day 310,712 
*All percentages are of total year. Tank cars per day 1,475 
TABLE 2 
Estimated Rationed Consumption by States, 
May I, 1942 to April 30, 1943 
(In thousands of 42-gallon barrels) 
Gasoline Heating Oil Bunker Oil All Other Total Bbls. Cars 
% Bbl. % Bbl. % Bbl. % Bbl. % Bbl. Over /Day /Day 
Maine *10.0 3000 6.2 2480 6.0 2100 7.1 600 72 8180 874 22411 106 
New Hampshire > OY | 1725 5.6 2000 3.5 1000 1A 600 4.7 5325 661 14589 69 
Vermont 4.5 1350 2.6 1040 A 300 4.8 400 yy 3090 318 8470 40 
Massachusetts 46.7 14025 54.6 21840 51.0 18100 46.4 3900 51.0 57865 7879 158540 754 
Rhode Island 8.7 2625 10.4 4400 27 7600 Fa:5 1100 13.9 15725 1905 43083 204 
Connecticut 24.4 7275 20.6 8240 16.9 5900 21.5 1800 20.5 23215 2862 63603 - 302 
100 30000 100 40000 100 35000 100 8400 100 113400 
*All percentages are of total New England consumption. 
TABLE 3 
Petroleum Storage Capacity in New England States 
(In thousands of 42-gallon barrels) 
Maker Gi cieapecy. und thar abel tees Maine New Hampshire Vermont Massachusetts RhodelIsland Connecticut Total 
300,000 gallons 2954 410 700 8140 4938 4962 22103 
Storage under 300M gal. 438 215 213 1803 400 338 3407 
Gas Industry storage 9 11 14 549 66 230 880 
3402 637 927 10492 "5404 : 5529 26391 
Totals shown do not include Power Co. storage, 
nor large privately-owned industrial storage. 
TABLE 4 TABLE 5 
Ratio of Storage to Consumption Tank Car Unloading Facilities Compared to Storage Capacity 
of Plants Over 300,000 Barrels 
(In thousands of 42-gallon barrels) 
(In thousands of 42-gallon barrels) 
Storage Rationed % Storage to Storage with Daily Tank 
Capacity Consumption Consumption Storage Tank Car Car Unloading 
. Capacity Facilities % Capacity 
‘ 
Maine pe poh we Maine 2954 2798 = 95 267 
New Hampshire 637 5325 12.0 : 

a 927 3090 30.0 New Hampshire 410 234 57 50 
Massachusetts 10492 57865 18.2 VERN: ae oer 7g 94 50 
Rhode Island 5404 15725 34.3 Massachusetts 8140 6835 84 844 

Piseamebinns 5529 23215 23.8 Rhode Island 4938 4774 97 407 
e : : Connecticut 4962 2238 45 327 
26391 113400 eae . 22103 17535 79 1945 
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Converts Furnace from Oil to Coal 





Quick Facts on the Convert-O-Grate 


HAT IT1Is—An amazing, complete kit for re-converting Gun-type Oil 

Furnaces to coal. Includes all necessary parts and ash removal equipment 
plus demountable Plywood Coal Bins (1 to 3 tons capacity) if desired. Fits 
80% of all domestic boilers. You make preliminary installation NOW in 
2 hours’ working time. Customer continues to burn oil if available. If oil 
shortage ‘forces conversion to coal, your Service Man completes job in 
8 minutes. And when oil is again available, YOU GET YOUR OIL CUS- 
TOMER BACK—takes only 8 minutes to change back from coal to oil! 











KEEPS YOU IN BUSINESS! The Govern- 
ment wants fuel oil consumers to change to 
coal. One million homes with oil burners are 
begging for help. Now, when your customers 
ask you “WHAT SHALL I DO?’’—Convert- 
O-Grate is your answer! It solves their prob- 
lems—and solves yours . . . keeps your cus- 
tomers, and keeps them happy. 


PRESENT EQUIPMENT stays ready for 
future use. Oil Feed Line is merely shut off 
—not disconnected or removed—oil burner 
stays right in place. 






QUICK! CONVERTS IN 8 MINUTES! 
There’s your big selling point to consumers! 
After original installation, they change to 
coal in a jiffy, the moment they can’t get oil. 
No delay—no more danger from shortages! 





Vv 
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SAVES OVER HALF of ordinary conver- 
sion cost! Convert-O-Grate installed sells 
for as little as $30. It saves about 65% of 
what consumers would pay for conventional 
re-conversion. 


SEMI-AUTOMATIC. Convert-O-Grate 
burns economical pea coal—using oil burner 
blower for draft. Thermostat still regulates 
furnace. No fuss, no bother. Another big 
advantage Convert-O-Grate has over old- 
fashioned re-conversion jobs! 


BURNS EITHER OIL OR COAL. Cus- 
tomer is safe—because he can use whichever 
fuel is available. AND REMEMBER—\that 
means he’ll come back to you the minute you 
can accommodate him! 


FUELOIL AND 





)KEEP Fuel Oil Customers! 


MAIL THIS POSTCARD! 
First Come - First Served / 


Get complete facts, prices, as quick as you can. Every day lost means 
more trouble with worried customers. No obligation. Just 
fill out postage-paid card NOW— 
mail at once! 


HEATING DIVISION 
ANCHOR POST FENCE COMPANY 


6706 Eastern Avenue, Baltimore, Maryland 
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cut would save five to seven days in the 
round-trip time of a tank car from the 
Western oil fields to the Eastern markets. 

There has been some question of the 
ability of New England railroads to han- 
dle the heavier oil hauling job. The pres- 
ent rail movement of all petroleum prod- 
ucts into New England through its three 
main gateways (NYNH&H, B&A and 
B&M) is 850 cars per day, or 5,950 per 
week. Total freight haulage of all com- 
modities through those gateways is 34,- 
020 cars a week. 

The railroads have reported to the Gov- 
ernors’ Transportation Committee that 
under most favorable conditions they can 
handle 6,000 additional cars a week. To 
increase petroleum hauling from 850 cars 
a day to 1,475 would call for additional 
4,550 cars a week, or three-fourths of the 
maximum possible expansion. There. is 
some question as to whether other freight 
expansion can permit all of this increase 
to oil. 

Partially offsetting this tight picture 
will be some help from the coastal and in- 
land water movement mentioned plus 
minor help from three rail gateways far- 
ther north. The Central of Vermont, 
Rutland R.R. and the Canadian National 


England refiners to handle it. He men- 
tions that full trainloads of crude could 
be loaded at Western producing areas or 
at pipe line heads, rather than at refiner- 
ies; that loading facilities at refineries are 
the best in New England and these are 
principally for crude; that the maximum 
storage at N.E. refineries is insufficient to 
accumulate necessary stocks of refined 
products to meet the company’s demands; 
that shipment of crude to these refineries 
permits adjusting the yield ratios to suit 
immediate needs of the area; that the 
speedy turn-about of cars would eliminate 
need for from 1,000 to 2,000 cars in the 
service. 

The question of whether transport 
truck fleets existed in sufficient quantity 
to handle disbursement from central train- 
load receiving points to secondary points 
within 100 miles was next investigated. 
While some details have yet to be ex- 
plored, Mr. White has had assurance in 
preliminary meetings with large fleet op- 
erators that motor transport is fully ade- 
quate if some state restrictive laws can be 
set aside for the duration. 

Possibilities of getting some help from 
New England’s three pipe lines are yet 
to be looked into . . . it does not seem 





into Maine have been omitted from the 
calculation. They could probably be 
counted on for 5% to 10% of total needs. 

It is the opinion of Mr. White that 
the number of cars needed could be mini- 
mized by running full train loads of oil 
to large terminals, quickly unloading and 
returning them West promptly. Distribu- 
tion from these terminals, within a radius 
of 100 miles, would be by ¢ansport truck. 
He further believes that the rail cars 
should haul crude oil rather than refined 
products, to the full capacity of New 
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probable that much can be gained here, 
for they were all built from tidewater to 
inland cities, and none connects with any- 
thing from the West. 

While the principal content of the 
White report is a recital of things as they 
now are, it also mentions some improve- 
ment now in process or planned. We saw 
for instance that while New England 
must get in 1,475 cars a day, its present 
unloading racks can handle 1,945. Yet 
this is not enough, for with the vicissi- 
tudes of railroading, weather and possi- 





bly some interference due to war, Mr. 
White won't feel safe until unloading 
racks pass 3,000 car daily capacity. Pres- 
ent new construction will bring these to 
2,100 and planned construction to 2,600. 

By and large, while the report shows 
with intelligent detail a number of ad- 
justments needed, it says in essence, “Yes, 
New England can do it . . . take all the 
deep-water tankers to keep democracy 
afloat, we can make out all right,” and 
then the report ends on two big and im- 
portant “Ifs.” 

“If” number one . . . the country has 
enough tank cars and Western rail facili- 
ties to deposit on our doorstep each morn- 
ing somewhere between 1,200 and 1,400 
loaded cars. 

“If” number two... reimbursement for 
excess cost of movement by transport 
truck and barge is assured, along with ex- 
cess rail freight cost over tanker, either 
by the present petroleum “pool” or by 
Government assistance, then the whole 
movement can be speeded and the mini- 
mum number of cars required. 

Mr. White’s question to answer was 
whether it is physically possible to get 
along without any deep-water tankers, 
and his answer is “Yes.” He was justified 
in reminding us that this costs money . . . 
every dollar of which is well spent if it 
helps to win the war. The money has to 
come from somewhere, but that’s another 


subject. 
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St. Louis Burner Service Men 
Refused Deferment 


MEMBERS of Approved Oil Heating Asso- 
ciates, the St. Louis oilburner dealer asso- 
ciation, asked the State Occupational Ap- 
peal Board to set up a basis of special de- 
ferment for oilburner service men, claim- 
ing that this is in the interest of public 
health and fueloil conservation. The re- 
quest was rejected. 

The Appeal Board gave the members, 
however, until late next Fall to train suffi- 
cient draft-exempt men to make up for 
shortages that will result from present 
skilled men being called into service. 

Investigating facilities for training 
youths and older men, the association 
found that vocational schools are already 
swamped with aviation and other war- 
connected trainees, so classes are to be 
conducted on premises of selected larger 
dealers. 
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Figurin’ the Angles 


SAX, MAC, Have 
YOU HEARD ABOUT 
THE NEW DUST-STOP 
DEALER HELPS 2 


Dust-Stop’s New 1942 
Dealer Helps 
Soften Up Tough Going 


OU’RE ON THE EDGE of the war effort 
—not in the middle of it like some 
fellows. And the going’s tough. Butlook— 
There’s furnace cleaning and fur- 
nace repairing to do. There are filter re- 
placement jobs to get. There’s still busi- 
ness to be had and money to be made. 
Take filter replacements, for instance: 
You can net up to $2 to $3 a year on 
every warm-air furnace you service. 


Filter business also helps you get your 


oe What Smart Furnace Dealers 


are Doing to Get More Business & 


HEARD ABOUT ‘EN! in. 
USING EM THENRE ALREADY BRINGING 
ME FILTER REPLACEMENT 
AND FURNACE REPAIR BUSINESS— 
\TS @ LIFESAVER THESE DANS. 











check-up service. With fuel rationing in 
sight, people will be anxious to keep 
heating equipment in first-class con- 
dition. 

Dust-Stop’s got a new Sales Plan 
that'll really help bring this business 
to you. 

It offers the biggest set of dealer helps 
in the filter business. And it gives you 
free . . . mats for newspaper ads... 
direct-mail pieces and follow- 
up cards with your name and ? 














counter displays. 

In addition, Dust-Stops are the only 
filters to be nationally advertised con- 
sistently to the readers of Life, Saturday 
Evening Post, Better Homes and 
Gardens, and American Home. 

Start now. Drum up filter replacement 
work. Make it help you soften the hard 
knocks your business and you have to 
take, these days. Get in touch with your 

distributor today. Ask him to 





address imprinted free .. . 
filter-changing reminder 


— show you Dust-Stop’s Free 
1942 Sales Plan, “Pulling 
Profits Out Of The Air.” 
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labels to paste on prospects’ 
furnaces . . . a card file for 


prospects’ names and follow- 


Owens-Corning Fiberglas 
Corporation, Toledo, Ohio. In 





oe Canada, Fiberglas Canada, 
Ltd., Oshawa, Ontario. 
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foot in the door for repair work and up dates ... and window and 























This Oil Situation 


Industry Report Estimates Supply and Demand | 


M INIMUM essential demand for petro- 
leum products in the East will exceed the 
present forseeable non-tanker supply by 
about 115,000 barrels a day between now 
and the end of next heating season, ac- 
cording to estimates made by the Com- 
mittee on Petroleum Economics of the 
Petroleum Industry War Council. Esti- 
mates of supply include all the recent 
changes in probable non-tanker supplies, 
says Dr. R. E. Wilson, Committee chair- 
man. 

Minimum essential demand in the East 
for conducting the war effort is estimated 
at 1,297,000 barrels a day until the first 
of next April. In addition, it is estimated 
that at least 63,000 barrels a day should 
be provided over this period to bring 
stocks up to the level of April 1, 1941, 
and another 169,000 barrels daily will be 
required if acute consumer hardships are 
to be avoided. With the shortage of 115,- 
000 barrels a day, this means an addi- 
tional 347,000 daily barrels of petroleum 
products that should be supplied the East 
by pipelines or protected tankers. Since 
the steel for pipeline construction is not 
available, the protected tanker route is 
the most feasible. 

The report points out that essential 
gasoline demand shows little seasonal 
fluctuation, so fuel oil demand for heat- 
ing next winter will amount to a net in- 
crease in total demand, and will have to 
be met to a much greater extent than for- 
merly out of accumulated stocks. The es- 
sential estimated demand for fueloils as- 
sumes substantial reductions in use due 
to improved efficiency, lower household 
temperature, and conversion to coal. “To 
the extent that restrictive measures in con- 
sumption of gasoline or conversions of 
fueloil installations to coal do not reduce 
consumption to the estimated demands,” 
the report continues, “the shortages 
against non-tanker supplies will be great- 
er than those indicated.” 

The estimates of non-tanker supplies 
in the accompanying table and chart as- 
sume a movement by tank car of 800,000 
bbls. per day in the near future, and then 
a decline during the winter months as 
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transportation efficiency declines. The 
estimates also take into account the great- 
er movement of oil east by barge on the 
Great Lakes, Mississippi and Ohio Rivers. 
No major pipeline projects requiring new 
steel have been included in the forecasts, 
but consideration has been given to the 
probable effect of projects using second- 


hand pipe from nonessential lines. 
In view of the shortages indicated and 
the necessity of stock accumulations dur- 
ing this summer, the Committee suggests 
that further steps be taken along the fol- 
lowing lines: 
(1) Total consumption in District No. 
(Continued on page 40) 
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DUCTWORK 


SAVES 4 OUT OF 5 
POUNDS OF METAL 


















Formdux eliminates 80 per cent of the metal re- 
quired in the usual forced air duct system! Only 
the connectors, shown in white, are metal. Balance 
of air distribution system (red) is fireproof Formdux. 


A Superior Duct System—Economical to Install 


Here is the answer to the war need for ductwork which Formdux is being made available immediately to the 
uses a minimum of critical material, provides a fire- jobbing trade. If your local jobber does not yet have it 
proof system quickly and easily installed by sheet metal in stock, wire or write the factory today. 

workers, and which assures adequate heating for war 

workers’ homes. Developed after exhaustive tests of all A detailed Formdux booklet for 
available non-metallic materials, Formdux is approved builders and heating contractors is 

for use in homes financed by F. H. A. Note features: now ready. Send for your free copy! 


Long life—result of high tensile strength. 

] Safety—material is fireproof. 
Fuel saving—through high insulating qualities. 
Low resistance to air flow. 


Sheet metal workers can easily install. 


Tight connections easily made. 






No expansion or contraction noises. 


| 

| 

1 

| 
Quickly and economically put together. | 
| 

| 

| 

© Sections shipped flat—require minimum storage space. | 
I 
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Washington Officials Demand 
300,000 Burners be Converted 


ae 300,000 and 400,000 domes- 
tic oil burners in the seventeen Atlantic 
Coast States designated as District No. 1 
must be converted to coal before next fall, 
according to officials of the War Produc- 
tion Board and the Office of the Petro- 
leum Coordinator. Estimates of the burn- 
ers that must come out vary from 275,000 
to 435,000. Both figures have been quoted, 
but the most frequent estimates mention 
25% of existing Eastern installations. Jobs 
estimated by FuELom & Om Heat to be 
convertible total only 273,250 in the East. 

Officials are vague as to the reason for 
the large number of conversions, and con- 
fine themselves to citing “the oil situa- 
tion.” They deny that the need for con- 
verting as many as 300,000 domestic 
burners will be proved statistically, other 
than to point to an estimated 200,000 bar- 
rel-a-day shortage that exists in the East- 
ern area. Other variables such as weather, 
future oil supply and demand, and similar 
unpredictables make statistical proof ex- 
tremely hazardous, they say. None will be 
quoted on his opinions, but all promise 
that they are going to insist on a cam- 
paign to frighten home owners into con- 
verting. No details are available on the 
nature of this campaign, or the date on 
which it will start. 


4,000 a Day 


If the campaign for conversions 1s to 
be effective, it must be started immediate- 
ly, and operate at high speed for the next 
90 days. To complete the program will re- 
quire 4,000 conversions a day, and if the 
converted jobs are to be kept warm this 
winter their coal must be ordered im- 
mediately. Anthracite deliveries now are 
25 days behind orders, and coal yards are 
nearly empty. Talk of dealers stockpiling 
coal has been a wish up to the present 
time, since orders for early delivery to 
homeowners’ basements have kept the 
coal moving out of the yards faster than 
it has arrived. Nobody has cited any con- 
vincing proof that there will be all the 
transportation necessary to supply the 
new demand, though coal industry rep- 
resentatives in Washington have been 
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successful in convincing officials that their 
ability to produce the coal at the mine is 
proof of ability to supply the demand. 

Domestic coal heating in the East is 
largely by Anthracite, and it is claimed 
that the center of utilization (in the New 
Jersey meadows) is only 90 miles from 
the center of production in Pennsylvania. 
This contrasts with the 1800-mile haul 
from the Gulf Coast to the chief oil mar- 
kets. 

Arrangements have been made by 
WPB to release pig iron and scrap to 
make conversion grates. The figures used 
for this iron demand is 10,000 tons. Al- 
lowing 100 pounds of metal per conver- 
sion—a figure that is conservative—300,- 
000 such conversions will require a mini- 
mum of 15,000 tons. Where this metal is 
to come from has not been revealed. 


Savings Counted 


The estimates of Washington officials 
are based on an oil supply after all burn- 
ers have been increased in efficiency to the 
best practical point. This oil saving, as 
revealed in the May issue (Service Saves 
Oil, page 15) could be about 17,000,000 
barrels next year, based on 1,200,000 
burners left in service after 300,000 of 
the East’s 1,600,000 domestic jobs have 
been converted. 

It is suggested that the oil burner deal- 
ers are the logical firms to sell the coal 
conversions and install the temporary 
grates. One major oil company already 
has covered its oil customers with a letter 
on the possible oil shortage next winter, 
and has suggested that they consider con- 
verting the heating plants. Several com- 
panies have developed temporary grates 
that can be tailored to fit coal-designed 
boilers and furnaces. One such grate uses 
the oil burner motor and fan to supply 
air to the fuel bed, and offers thermostatic 
regulation through the present burner 
controls. 

Even the grates intended for natural 
draft operation with coal may be supplied 
with a damper regulator that can be op- 
erated from a thermostat. This type of 
control is understood to have received the 
blessing of WPB. 





So, again this summer the industry is 
facing a campaign to save oil. Several 
manufacturers have expressed themselves 
as being wholeheartedly in favor of their 
dealers converting the burners to coal if 
the job becomes necessary, and a few have 
taken positive steps to supply their dealers 
with grates against the time when there 
is a demand for them. This time the cam- 
paign may be more drastic in its recom- 
mendations than a year ago, but the proof 
of the need for such a campaign remains 
the undocumented demand from Wash- 
ington that the industry take the job. 
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Canadian Fueloil Ban 
Apparently Premature 


WHEN CANADA’S Minister of Munitions 
and Supply, C. D. Howe, announced in 
the House of Commons on May 20 that 
“there will be no heating by oil next win- 
ter in homes or factories anywhere in 
Canada,” he apparently spoke a bit too 
conclusively, considering that no official 
decision had been reached. The Hon. Mr. 
Howe spent some time in the next few 
days explaining that he didn’t mean it 
quite so definitely. 

American newspapers carried the item 
as definite and official. His statement it 
seems, was an impromptu response to an 
inquiry from a member as to the fueloil 
outlook for Ontario. 

Next day as the result of considerable 
pressure for further detail, the Minister 
said that efforts would be made to pro- 
tect those whose heating equipment was 
oil burning and not convertible to other 
fuels. 

On May 23, the city of Montreal 
opened bids for a half million gallons of 
fueloil. Prices were: stove oil 13'4¢; 
light heating oil 1014¢; bunker oil 7.05¢. 

On June 2, a number of the largest oil 
companies were still accepting contracts 
to supply house heating oil next winter. 

On June 3, Minister Howe said that 
he was getting information about the oil- 
heating situation and that regulations 
would shortly be devised. 

In the various discussions, some inter- 
esting market data came to light. In the 
Province of Quebec were operating last 
year 13,436 domestic oil burners, of which 
about 8,000 were in Montreal. Domestic 
oilburners operating in Toronto were esti- 
mated at 6,500 and in Ottawa at 4,500. 
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Every hour of lay-up time saved brings Victory a little closer... 
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A Message to Mack Owners 
on Truck Maintenance 


It’s going to be increasingly difficult to 
replace trucks during the critical days 
that lie ahead. 

You who own Mack trucks have the 
advantage of the extra durability that’s 
built into them. (That Macks do last 
longer is proved by figures which show 
that 7 out of every 10 Macks bought ten 
years ago are still in —— use. 
R. L. Polk survey, as published in Auto- 


THE MOST COMPLETE LINE OF TRUCKS IN THE WORLD— 


motive News.) But you can’t hope to get 
the most out of your Macks unless you 
have them serviced promptly—regularly 
—at the nearest Mack factory branch or 


Mack dealer. 


Consult your local Mack service man- 
ager for helpful, constructive advice on 
how best to conserve your truck equip- 
ment. Ask him about the Mack ‘“Pre- 
ventive Maintenance Plan,” a practical 


2 TO 45 TONS AND ALL HEAVY DUTY! 
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system of periodic inspection and adjust- 
ment, which will save you money on 
repair bills—keep your trucks on the road 
for extra thousands of miles. 

Remember, a truck is something more 
than a private investment in time of war. 
As a part of our vital transportation 
system, it is a public responsibility. Let 
us help you “keep ’em rolling.” 

MACK TRUCKS, INC., LONG ISLAND CITY, N. Y. 
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A MESSAGE to 
Home Owners Who Heat 








The Webster Eiectric Company is the only manufacturer of Fuel 
Units and Ignition Transformers who is using national maga- 
zine advertising to help the home owner, the dealer, and the 
government in its campaign to conserve fuel oil... . The ad- 
See ats vertisement reproduced here will appear in the June 29 issue 
of Time Magazine. We suggest that you send for reprints of 
this advertisement for distribution among your customers. 


WEBSTER M ELECTRIC 
























In every crisis, people look toward leaders. Without 
leaders, mass will is ruled by unorganized opinion. It 
is a helpless blind giant. 


But give mass opinion a leader, and it will weld itself 
into an irresistible force that knows no barriers. 


The will of the American people—calm, unruffled, 
determined—exemplifies this force. Without leader- 
ship, it would be nothing. 


We will win this war. We know this in our very souls. 
Serious personal inconveniences resulting from 
changes in our economic set-up are inevitable, but 
trust in our leaders now will ease the burdens of the 
future. For out of this trust will come understanding 
and a determination to get the job done well and done 
quickly. 

Your present and future welfare and that of all oil 
burner dealers rests upon you and the leaders of an 
industry which has built over 2,300,000 oil burners. 
Both have a responsibility to the people who have 
purchased these oil burners. 


It isa great and important responsibility. It will require 
that we assure these home owners that we will do our 
utmost to keep their homes warm and healthful; that 
we will keep their burners at maximum efficiency; 
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that we will do all within our power to help them con- 
serve every drop of oil. 


So look to the leaders of the industry now. Cooperate 
with those who have proved the sincerity of their past 
words by their sound policies now. 


At this time, Webster Electric—like all leaders—feels 
that it should go on record in this respect. This coun- 
try is at war. This company is engaged in war produc- 
tion. But, realizing that an aggressive war front is 
dependent on a stable home front, we urge you, and 
all dealers, to follow through now and utilize the lead- 
ership which Webster Electric has built for you during 
the past years. 

Good products—skillfully designed, precisely manu- 
factured, dependable in performance, readily avail- 
able by a system of Service Stations that are prepared 
to supply parts with which the high efficiency of 
Webster Electric Fuel Units may be maintained and 
who stock Fuel Units and Ignition Transformers for 
replacement where replacement is required—is the 
base upon which you can serve the public's, the gov- 
ernment’s and your own future interests best. 

The Service Stations and Webster Electric Representa- 
tives listed here will cooperate with you to the fullest 
possible extent. 


WEBSTER ELECTRIC COMPANY, Racine, Wisconsin, U. S. A. Established 1909 
Export Dept.: 100 Varick St., New York City. Cable Address: “ARLAB”, New York City 








WEBSTER ELECTRIC SERVICE STATIONS AND SALES REPRESENTATIVES 
Ignition Transformers, Fuel Units, and Parts 
California, Los Angeles... . . . .Garland-Affolter Engr. Corporation. ...... 124: W. 4th Street.:. . 2 .nc2e2:: Sales Representative 
California, San Francisco. ..... Garland-Affolter Engr. Corporation... ... Rialto Building...............-. Representative 
Connecticut, West Hartford. . . .Bell Pump Service Company. ............ 100 Park Bead = 2. 2 2A ft 
Illinois, Chicago............. Braun Bros. Heating Supply Company... .. 3146 W. Chicago Avenue...... Service Station 
Illinois, Winnetka... ......... Braun Bros. Heating Supply Company... .. S12 Oak Siraetsy:.. 2 ns HS Service Station 
Towa, Des Moines. ........... Delavan Engineering Company.......... 414— 12th Street... ........-5. Sales esentative 
Maryland, Baltimore. ......... R. E. Michel Company... ............-.. 1011 Greenmount Avenue. ..... Service on 
Massachusetts, Cambridge... . . Cronin Supply Company... ...........:. GO Broadway. 2s 6 aS Service Station 
Massachusetts, Waltham....... Cronin Supply Company..............-. 157 High Street... | ss Service Station 
Michigan, Detroit............Wm. G. Boales Company...............6429 Hamilton Avenue......... Service Station 
Minnesota, St. Paul. .......... Thermal Company, Inc... ............... 2448 University Avenue........ Service Station 
Missouri, St. Louis............ Brass & Copper Sales Company. . .... 2817 Laclede Avenue:......... Service Station 
New Jersey, Elizabeth......... Certified Fuel Unit Service Company... eee 600 Spring Street............. Service Station 
New York, Albany............ Certified Fuel Unit Service Company...... 1018 Central Avenue.......... Service Station 
New York, Brooklyn..........Eveready Specialties Company........... 1724 Flatbush Avenue......... Service Station 
New York, Brooklyn.......... The Capson Company............-..... 106 Rogers Avenue............ Service Station 
New York, Jamaica. ..........Sid Harvey, Incorporated................ 138-76 Queen Boulevard. ...... Service Station 
New York, Valley Stream...... Sid Harvey, Incorporated................ 104 E. Mineola Avenue......... Service Station 
Oregon, Portland. ...Garland-Affolter Engr, Corporation. . ...., 1233 N. W. 12th Avenue. ....-. Sales Representative 
Pennsylvania, Philadelphia. . . Certified Fuel Unit Service Company Ricci. 3412-14 W. Allegheny Ave...... Service Station 
Rhode Island, Providence...... Providence Plumbing Supply Company... .47 Pine Street................ Service Station 
Washington, Seattle... .......Garland-Affolter Engr. Corporation... . ...532 First Avenue South........ Sales Representative 
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“Where Quality is a Responsibility and Fair Dealing an Obligation” 
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Frozen Oil Prices Show 


Need for Help on Costs 


eck fueloil prices are nailed down 
tight for the duration of the war, Robert 
H. Collacott, chief of Marketing and 
Products Section, OPA, told New Eng- 
land oil men, May 27. He said the Price 
Administration had full knowledge of the 
many difficulties this step creates for oil 
jobbers, but the step is necessary to avoid 
inflation. Mr. Collacott outlined some 
harsh, realistic remedies that may have to 
be taken. 

From the number of special requests 
and complaints received by OPA from 
fueloil men, it is evident, says Collacott, 
that too little understanding exists of the 
thinking behind the policy of establishing 
and holding fixed price ceilings. Too many 
dealers have believed it a function of 
OPA to cure competitive ills, to increase 
or assure satisfactory profit margins. 

OPA’s one and only major purpose, it 
seems, is to forestall inflation . . . to do it 
by sidetracking for the duration the time- 
honored law of supply and demand. Sup- 
ply and demand, allowed free rein today, 
“would be the sure way to economic dis- 
aster, which means military disaster.” 
The need for price ceilings arises because 
national income this year and next will 
be too large to be spendable. Consumer 
purchasing power in 1942, after all taxes 
and customary rate of savings, will be 86 
billion dollars. Civilian goods of every 
kind available for purchase will total 69 
billion, so 17 billion dollars will have no 
place to go, except into larger than nor- 
mal savings. Under this condition, prices, 
unrestrained, would skyrocket—hence the 
ceilings. 

OPA knows that fueloil men are in a 
tough spot. Tanker sinkings have forced 
rail hauling, at about 3!/4 cents a gallon 
freight, against less than a cent in tank- 
ers, pre-war. In March of this year the 
Office of Petroleum Coordinator author- 
ized the formation of a pool by East Coast 
oil men to spread the added haulage bur- 
den over all gallonage sold (whether 
transported by tank car or tanker), and 
in turn to share equally whatever price 
increases would be permitted by OPA to 
compensate the extraordinary cost. 

However, before the pool was many 
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days old it ran into OPA’s general com- 
modity price freezing program. OPA did 
allow price increases of 6/10 of a cent a 
gallon, but not enough to cover extra 
costs. Today the pool is losing conserva- 
tively a quarter-million dollars a day and 
asking Government compensation in some 
form. One large independent fueloil dis- 
tributor has appealed to the Reconstruc- 
tion Finance Corp. for immediate help 

. . the pool has it about strapped. A 
major oil company participant in the pool 
believes that relief from this situation can 
hardly get through the necessary round 
of Government approvals before the end 
of this month. By then the pool will be 
in the red 75 million dollars. 


Distributors Complain 


A few marketers have complained that 
they can’t get shipments from their sup- 
pliers . . . not so hard to understand when 
every car delivered means a $100 loss. 
Then with promise of Government help 
just showing over the horizon, Senator 
O’Mahoney rose in the Senate a few days 
ago with “What’s this about subsidizing 
the oil companies.” 

Fueloil distributors face a difficult fu- 
ture, knows OPA, in offering for consid- 
eration three possible avenues of relief: 

I. Possible protection from suppliers; 
much study must yet be given to all phases 
of intermediate operation in the petro- 
leum industry. This might bring relief in 
markets where March price ceilings allow 
near-living margins. 

II. Overhaul all practices and operat- 
ing methods; streamline to keep alive. The 
major possibility, believes OPA, lies here, 
feeling that the most practical remedy is 
to rearrange affairs to live on present mar- 
gins; that it can be done, but that the in- 
dustry must make more drastic adjust- 
ments than heretofore thought of. Under 
this general heading, Collacott suggested 
these considerations: 

(a) Everybody be his own czar and, 
disregarding past practices, ruthlessly take 
the indicated steps. 

(b) Know your market, its density, its 
demand, whether its distribution setup is 
economical, judged by: (1) distance from 


source, (2) best type of transportation,, 
(3) distribution cost of average operator 
in market—of best operator—of worst, 
(4) start with those marketers who classi- 
fy in best economy group, (5) get your 
costs in line with this—merge if neces- 
sary—or get out for the duration. 

(c) Distribution: (1) full integration 
of all functions is most economical, (2) 
present Government order limiting size 
of dumps should be modified, for it raises. 
costs, (3) the industry has much cross- 
hauling, notoriously inefficient, can best 
be avoided through merged facilities, (4) 
volume of oil delivered per mile truck 
operation is the natural measure today, 
(5) relay operations must be minimized; 
possibly reduce rehandling to zero, (6) 
give less thought to brand protection, (7) 
distributors are topheavy with manage- 
ment expense; let’s face the facts; greatest 
yardstick of all is ingenuity. 

Ill. Failing in both No. I and No. II, 
and assuming the business to be socially 
desirable in wartime, some government 
compensation may be provided to offset 
operating losses. But prices are to stay 
“as is.” 

Whether or not a business is “socially 
desirable” is another way of saying that 
with manpower and motive power scarce, 
there’s little justification for continued ex- 
istence in wartime of maladjusted, waste- 
ful businesses. 

Collacott’s task was to tell men of the 
industry the things they didn’t want to 
hear, yet so candidly and helpfully did 
he disclose details of OPA’s basic think- 
ing that it soon became evident from the 
attitude of the listeners that their coopera- 
tion could be expected. 
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Stoker Output Continues 


L-75, THE limitation order that stopped 
the manufacture of stokers on May 31, 
has been amended to allow assembly of 
Class B (domestic size) stokers. These 
stokers may be assembled from parts that 
the manufacturer had on hand on May 
31. He may not use parts that may have 
been on order unless those parts were ac- 
tually in his possession. He may assemble 
parts on hand until September 30. 

It is estimated that 8,000 small stokers 
will be made from the parts in manufac- 
turers’ possession, and that 70,000 have 
been released from L-79 freeze provisions. 
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Owens-Corning Offers Selling 
Aids for Filter Replacements 


OPENING its 1942 promotion campaign 
for Fiberglas Dust-Stop air filters, Owens- 
Corning Fiberglas Corp. is offering deal- 
ers and distributors a series of free selling 
aids. These are to help increase summer 
business in filter replacements, and in fur- 
nace overhauling and repairs. 

They include a portfolio for use by 
distributors and their salesmen in contacts 
with dealers. Folders and follow-up post 
cards are offered to dealers, to be mailed 
to homeowners. 

Owens-Corning estimates that in the 
combined residential and commercial mar- 
kets, there is a potential filter replacement 
volume of several million dollars. 
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Smaller Plants to Make 
All of Stove Production 


AFTER July 31, only the smaller manufac- 
turers in territories outside the 39 desig- 
nated “labor shortage areas” will be al- 
lowed to make domestic cooking and heat- 
ing stoves, under L-23-c, effective May 15. 
All manufacturers who did $2,000,000 
or more of sales volume in the year ended 
June 30, 1941, (domestic sales and ex- 
port), must stop manufacture, and small- 
er concerns in the areas where labor is a 
problem must also stop. Electric cooking 
appliances are not included in the order. 

Each manufacturer allowed to produce 
may make only simplified “permitted” 
models, and may make only one model of 
gas range. Their monthly iron an steel 
consumption, after May 15, may not be 
more than 70% of the monthly average 
use for cooking appliances during the base 
period (the year ended June 30, 1941), 
or more than 50% of the average iron 
and steel use for heating stoves in that 
period. Also, heating stoves after July 31 
may not contain more than 70% of the 
iron and steel per unit than the average 
per unit for the base period. 

All manufacturers are permitted to 
continue production of repair parts for 
stoves and ranges in use. 

It is estimated that there are 1,200,000 
new stoves in stock now, and that another 
800,000 will be produced before July 31. 

The labor shortage areas are as follows: 

Alabama — Huntsville. California — 
Beverly Hills, Culver City, Huntington 
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Park, Irvington, Los Angeles, Monrovia, 
North Hollywood, Oakland, Petaluma, 
San Francisco, San Rafael, Stockton. 
Connecticut — Hartford, New Britain. 
Indiana—Indianapolis, South Bend. Kan- 
sas—Wichita. Maine—Portland. Mary- 
land—Baltimore, Perryville. Michigan— 
Milan. New Hampshire—Salmon Falls. 
New Jersey—Cranford, Newark, West 
Berlin. New York—North Tonawanda. 
Ohio — Akron, Cleveland, Massillon. 
Oregon—Portland. Pennsylvania—Erie, 
Lansdale, Middletown, Philadelphia, 
Pottstown, Royersford. Washington— 
Everett, Seattle. 

The Plumbing and Heating Branch es- 
timates that 92 companies out of a total 
of 245 affected by the order will be re- 
quired to discontinue stove manufacture 
after July 31. 


© 
I. Irvine Lyle 


J. IRVINE LYLE, president of the Carrier 
Corp., Syracuse, N. Y., and one of its 
founders, died June 7, aged 68. 

In 1902 Mr. Lyle collaborated with Dr. 
Willis H. Carrier, now Chairman of the 
Board of Carrier Corporation, in develop- 
ing the first scientific air conditioning sys- 
tem. This was the beginning of the air 
conditioning industry, in which Mr. Lyle 
and Dr. Carrier are recognized through- 
out the world as pioneers. Some years 
later Mr. Lyle, along with Dr. Carrier and 
other associates, organized Carrier Engi- 
neering Corporation, the first company to 
devote itself exclusively to the air condi- 
tioning business. Mr. Lyle served as Gen- 
eral Manager and Treasurer of this con- 
cern, which in 1930 became Carrier Cor- 
poration with Mr. Lyle as President. Mr. 
Lyle was also President of Aerofin Cor- 
poration and a Director of Auditorium 
Conditioning Corporation, both of which 
companies operate in the air conditioning 


field. 
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William P. Boyle, '77, prominent com- 
bustion engineer, died May 19 at his home 
in Springfield, Mass. Entering the employ 
of Gilbert & Barker Mfg. Co. over 50 
years ago, he served that firm for 33 years, 
leaving in 1916 to establish private prac- 
tice as a consulting engineer. 


Cary D. Waters, president of C. J. 
Tagliabue Mfg. Co., died May 9. 


Fluid Heat Has New 


Oil Conversion Grate 


A CONVERSION GRATE that allows the use 
of oil or coal in the same heating plant 
was announced June 11 by W. F. Bran- 
nan, president of Anchor Post Fence Co., 
Baltimore, whose Fluid Heat Division will 
market the grate to the oil heating indus- 
try. The new grate permits the use of 
coal in heating plants fired by gun type 
oil burners. 

This “Convert-O-Grate” consists of a 
series of grate bars mounted on bearing 
blocks across the top of the combustion 
chamber. Preliminary installation of 
blocks and ash removal port requires about 
two hours. If the fuel tank runs dry, it is 
a task of about eight minutes to ready the 
installation for coal burning. The oil- 
burner remains in place and its fan pro- 
vides air for proper combustion of the 
anthracite (pea size) which is used. 

An advantage claimed for the Con- 
vert-O-Grate is its retention of the auto- 
matic features of an oil-fired heating 
plant. The firing and ash removal are the 
only manual tasks necessary. The ability 
to change from oil to coal or back to oil 
in a few minutes may prove a boon to the 
homeowner who faces an uncertain fuel 
supply, since he can burn whichever fuel 


is available. 
© 


Allowance for Extra 
Seams in Tank Prices 


PRICE SCHEDULE NO. 96, which set a top 
price on fueloil tanks, has been amended 
to allow for the extra seams made neces- 
sary by the use of smaller sheets. The re- 
vision became effective on May 25. It al- 
lows manufacturers to add 75 cents to the 
prices for each two extra lengthwise 
seams, and 75 cents for each extra girth 
or transverse seafn. This is to compensate 
for the extra welding necessary where 
manufacturers have to use sheets smaller 
than usual. 

The amendment also provides maxi- 
mum prices for tanks having capacities 
other than those shown in the tables. 
Maximum prices for odd capacity tanks 
is to be that of the tank having the next 
lowest nominal capacity, except that tanks 
having a capacity of 185 gals. or more, 
but less than 200 gals. have the maximum 
price fixed at the level for 200-gal. tanks 
of the same gauge and dimension. 
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Eastern Tank Car Haul 
Passes 700,000 Barrels Daily 


RAIL MOVEMENT of oil to the East Coast 
from the West in the week ending May 
23 reached a new high average of 706,800 
barrels daily. The following week, end- 
ing May 30, the average dropped some, 
due to not enough cars having yet re- 
turned West for reloading. Daily average 
Eastbound in four May weeks were: 


Ending May 9 652,082 bbls. 


May 16 684,482 bbls. 
May 23 706,800 bbls. 
May 30 664,230 bbls. 


An indication as to who is doing this 
Eastbound shipping is disclosed in the 
tabulation for two May weeks: 

Eastern shipments in the week ending 
May 16 were: Allied Oil Company, 13 
cars; American Mineral Spirits Co., 140; 
Arkansas Fuel Oil Company, 191; Ash- 
land Refining Co., 112; Asiatic Petroleum 
Co., 145; Atlantic Refining Company, 
2,669; James B. Berry Sons Company, 7; 
Canfield Oil Co., 1; Chalmette Petroleum 
Co., 19; Cities Service Oil Co., 740; Con- 
tinental Oil Co., 243; Crown Central 
Petroleum Co., 39; Gulf Oil Company, 
1,620; Hartol Products, 118; Pan Ameri- 
can, 1,190; Petrol Corporation, 419; 
Petroleum Heat and Power Company, 
52; Pure Oil Company, 247; Shell Oil 
Company, 955; Sinclair Refining Co., 1,- 
792; Socony-Vacuum Oil Company, 2,- 
453; Standard Oil of Kentucky, 74; 
Standard Oil of New Jersey, 4,627; Sun 
Oil Company, 1,359; The Texas Com- 
pany, 1,592; and Tide Water Associated 
Oil Co., 478. 

Eastern shipments in the week ending 
May 30 were: Allied Oil Company, 31 
cars; American Bitumuls, 96; American 
Mineral Spirits Co., 73; Arkansas Fuel 
Oil Company, 200; Ashland Refining 
Company, 106; Asiatic Petroleum Com- 
pany, 62; Atlantic Refining Company, 
3,029; James B. Berry Sons Company, 3; 
Chalmette Petroleum Company, 24; 
Cities Service Oil Company, 905; Con- 
tinental Oil Company, 274; Crown Cen- 
tral Petroleum Company, 13; Gulf Oil 
Company, 1,927; Hartol Products, 22; 
Pan American, 1,387; Petrol Corpora- 
tion, 527; Petroleum Heat and Power Co., 
31; Pure Oil Company, 327; Shell Oil 
Company, 722; Sinclair Refining Com- 
pany, 1,956; Socony-Vacuum Oil Com- 
pany, 2,560; Standard Oil of Kentucky, 
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23; Standard Oil of New Jersey, 4,244; 
Standard Oil of Ohio, 34; Sun Oil Com- 
pany, 1,238; The Texas Company, 1,734; 
and Tide Water Associated Oil Co., 593. 
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Atlantic Conference Asks 
Emergency Help for Oil 


Active work for eastern petroleum dis- 
tributors has been launched by the At- 
lantic Coast Oil Associations Conference 
to present the plight of the oil man to the 


proper officials at Washington. Indepen- 
dent oil men, who long have been voice- 
less, now are working through the Con- 
ference to bring their needs and those of 
their customers to official attention. 

The Conference was organized last fall 
by W. H. (Dixie) Butler of Passaic, N. 
J., now president, Clyde G. Morrill of 
Boston, now executive secretary, and Jack 
Scott of Watertown, Mass. All three had 
seen the need for better representation. 

Activity was inaugurated May 1, and 
the work of the conference at present cen- 











and help you meet fuel shortage 


and rationing restrictions! 


@ Handling and delivery costs 
are rising sharply. Many an 
oil company’s system of op- 
eration must be overhauled. 
Study ...now... how to cut 
costs. (1) Use your equipment 
to best advantage. (2) Check 
and utilize your own "vital 
statistics.” (3) Locate and 
eliminate stock losses. 


Permissible advances in price rates will 
not compensate, in most cases, for oil mar- 
keters’ newly added expenses. Bulk plants 
that must change over from tank car to 
truck unloadings no doubt will experience 
the greatest difficulty. But all operators 
will have their job cut out for them in con- 
trolling and smoothing throughput—and 
staying out of the red. 


Problems—But Not Unbeatable 

To be profitable, consumer- deliveries 
preferably should be on a degree-day 
basis, adapted to current regulations 
and with all card records scrutinized in 
closest detail. For the delivery of any 
petroleum product, the problem will be 
how to have a truck travel fewer miles in 








@ Red Seal Print-O-Meters ‘‘avoid all doubts and argu- 
ments with jobbers, help keep a perpetual inventory, 
and avoid spillage and waste in loading.” 


delivering the same quantity of product. 

In all operations, stock losses in handling, 
storage, transfers, spillage, delivery over- 
fills, etc., should be cut ruthlessly. An exact, 


daily audit of inventories should be 


maintained. 
RED SEAL BULK PLANT METERS can pro- 


vide accurate readings at all stages of 


stock throughput. These records, if used 
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ters on two major problems: division of 
authority within Government, affecting 
oil men, that creates confused operating 
conditions, and disparity between retail 
prices and costs that will bankrupt sup- 
pliers unless corrected or compensated. 
Recommendations made to authorities in 
May were: 

First: That some method of compensa- 
tory adjustment be established .through 
appropriate government agencies where- 
by the Petroleum Coordinator may from 
time to time cover the extra freight costs, 


etc. of bringing crude oil and products 
from Districts No. 2 and No. 3 into Dis- 
trict No. 1, as well as those costs incident 
to a shift in refining operations whereby 
the refineries will produce less gasoline 
and more fuel oil. 

Second: That the Office of Petroleum 
Coordinator be authorized to pay out to 
the various corporate interests comprising 
the oil industry their extra transportation 
costs incident to bringing crude oil and 
petroleum products from Districts No. 2 
and No. 3 into District No. 1, who by 











@ No possibility of dispute . . . the ticket printer on this 
Red Seal Print-O-Meter produces an exact, printed 
record of the metered delivery! 


consistently, place the plant’s gallonage 
under perpetual audit. Not only do they 
indicate any discrepancy between receiv- 
als and outgo, but they also show the 
points in plant operations at which unsus- 
pected leaks and losses are occurring. You 
therefore have no “unaccounted for”’ losses 
and few losses which cannot be remedied. 

Metered control gives you a tight grip 


on stock inventory. It helps you maintain 
proper balance between inventory and 
changing distribution requirements. Ac- 
counting, sales records and tax computa- 
tions are simplified. A Red Seal Print-O- 
Meter on the loading rack, for example, 
makes all the records needed in account- 
ing for each sale—as well as insuring 
scientific, accurate and fast loading. 


DELIVERY TANK TRUCK METERS are in- 
dispensable for use with the fuel oil degree- 
day system, under which some schedules 
of routes and deliveries now are planned 
at least three days in advance. Red Seal 
performance records reveal that three me- 
tered trucks can do the work of four or five 
unmetered ones—and thus make possible 
the productive mileage now so essential. 


Since every gallon of fuel oil is accounted 
for by metering, the personnel assumes 
greater responsibility. Wasteful spillage 
and other losses are avoided. Tank truck 
meters such as Red Seal Print-O-Meters 
also provide a positive check on the sales 
records and facilitate bookkeeping. Print- 
O-Meter tickets left with the customer 
often serve as the sole invoices. 


Get the Most Out of Your Meters 

Enlightened eriiciency in the use of 
equipment is fast becoming mandatory. 
Perhaps Neptune can show you how to get 
more benefits from your meters. 


NEPTUNE METER COMPANY: Main Office, 50 West 
50th St., New York. Branches at Atlanta, Boston, Chic- 
ago, Dallas, Denver, Kansas City (Mo.), Los Angeles, 
Louisville, Philadelphia, Portland (Ore.), San Francisco 
and Long Branch, Ont. (near Toronto). 
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direction of the Oil Coordinator commit 
themselves for the payment of these ex- 
cess transportation costs, such reimburse- 
ment to follow immediately after the pay- 
ments have been made for this extra trans- 
portation cost by the corporations in- 
volved. 

Third: When on direction of the Of- 
fice of Petroleum Coordinator refinery 
yields are shifted from gasoline to fuel 
oil, the cost of such change in refining op- 
eration should be determined by the Co- 
ordinator, and immediately after bill has 
been rendered and audit completed a 
check from the Office of Petroleum Co- 
ordinator should be forwarded to the vari- 
ous corporations in the oil industry that 
have been involved in these extra costs. 

Fourth: Greatly increased costs of op- 
eration have been occasioned by shrink- 
age in volume, particularly within the 
smaller distributive organizations dealing 
directly with the consumer. Some com- 
pensatory method must be initiated to 
prevent imminent collapse of this entire 
direct consumer service, a collapse now 
actually transpiring. The disruption of 
war industry due to lack of delivered 
liquid fuels to factories and workers* 
homes is an immediate prospect, consti- 
tuting a grave situation that demands 
prompt and rigorous treatment. 

Executive office of the Conference is 
25 Huntington Ave., Boston, Mass. Mr. 
Butler is president and Mr. Morrill secre- 


tary. 
A 
Shell Men Collect Scrap 

MORE THAN 6000 TONS of scrap metal 
have been collected as a result of an inten- 
sive scrap reclamation program carried 
out by the Shell Oil Company, Incorpo- 
rated, throughout their territory since the 
first of the year. 

When the shortage of metals was an- 
nounced by the Government, a special 
committee was set up to survey the scrap. 
possibilities on a company-wide scale. Fol- 
lowing this survey, a comprehensive em- 
ployee promotion program was developed 
including progress charts and a series of 
realistic cartoons. 

Sales divisions, production, pipe line 
and refining groups are cooperating in 
the drive which is stilt under way. Shell 
officials supervising the campaign state 
that they are convinced the Oil Industry 
can yield, with proper planning, a sur- 
prisingly great tonnage of scrap metal. 
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New England Oil Men Hear 
High Washington Officials 


cai, at the 19th Annual Conven- 
tion of the Independent Oil Men’s Asso- 
ciation of New England had things to say 
on May 27 at Boston that are important 
to all oil and burner men; had messages 
to deliver that needed a more conversa- 
tional setting than can be created in offi- 
cial releases. Representatives were present 
from all the departments of government 
that deal with the problems of the indus- 
try. 

Headlined was Hon. Harold L. Ickes, 
Secretary of the Interior and Petroleum 
Coordinator for War. Other principal 
Government men conducting discussions 
were Robert H. Collacott, Chief of Mar- 
keting and Products Section of the Petro- 
leum Branch of the OPA, Samuel F. 
Niness, Division of Motor Transportation 
of the ODT, and Dr. John W. Frey, Di- 
rector of Marketing for OPC, but ap- 
pearing as a representative of the War 
Production Board. 

A discussion of fueloil price by Mr. 
Collacott is covered in detail in another 
article in this issue. 


Truck Transport Studied 
The chief interest of Mr. Niness’ divi- 


sion is to get transport trucks used instead 
of railroad tank cars for trips of 100 miles 
or less. Surveys by ODT indicate that in 
New England existing petroleum trans- 
port trucks are in actual use only 42% of 
the time, while in some other parts of the 
country this figure runs up to 70%. Fur- 
ther measuring the job to be done in con- 
verting short hauls from tank cars to 
trucks, Mr. Niness said that a country- 
wide check was made of oil movement on 
March 11. On that date in District 1 tank 
cars making hauls under 100 miles num- 
bered 778; in District 2 there were 1463, 
and 529 in District 3 . . . a total of 2770 
tank cars on that day doing work that 
should be done by transport trucks. Ad- 
visory committees are being set up in all 
states to coordinate truck-rail movement 
and also to work for elimination of state 
restrictions that hamper interstate truck 
movement. 

A test operation to learn the problems 
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of pooling truck transport facilities in a 
given area was recently started when 
ODT organized and supervised a cor- 
poration merging all transport truck op- 
erators in the Carolinas (168 trucks) and 
getting from the Interstate Commerce 
Commission rights as common carriers for 
these trucks from any point on the South- 
eastern Pipe Line to any delivery point in 
four Southeastern states. ODT is particu- 
larly alert to see that no one group shall 
dominate that corporation nor similar fu- 
ture operating mergers that may be 
started, also that no single group shall 
dominate the state committees that have 
been appointed. 


Need for Conservation 


Mr. Niness doubts that any fueloil dis- 
tributor will be able to replenish his truck 
fleet from present stocks of new trucks, 
mentioning that while we normally pro- 
duce 700,000 trucks a year, there were 
only 130,000 new trucks on hand when 
production was stopped March 1 .. . at 
least each operator should care for his 
present trucks as though there were no 
possibility of getting more. 

Dr. Frey discussed liaison between 
OPC and WPB. Most existing orders that 
affect fueloil handling were requested by 
OPC, then issued by WPB. Frey men- 
tioned that the conflict between Order 
No. 6 of the Office of Defense Transpor- 
tation which requires 25% reduction in 
truck mileage starting July 1 and the 
OPC recommendation that limits drops in 
most homes to 150 gallons are known to 
be in direct conflict of interest and men- 
tioned that the Marketing Committee for 
District 1 is studying the problem. Asked 
from the floor the responsibility of prim- 
ary suppliers to furnish oil to secondary 
marketers and also whether any policy 
had been formed on intermediate pricing 
between refiner and marketer, Dr. Frey 
said they were both purely legal questions 
to which the answers had not been found, 
although they were creating much agita- 
tion in Washington. 

Unofhcially it is reported that attorneys 
for OPA, ODT, OPC, WPB and the 


Maritime Commission met with Thur- 
man Arnold and Attorney General Fran- 
cis Biddle during the June 1 week to lay 
the groundwork for solving these prob- 
lems. 

Secretary Ickes spoke over a nation- 
wide hookup and his statements were 
made for the general public; they ap- 
peared in all newspapers May 28, so will 
not be outlined here. He did, however, 
talk for a brief time before the broadcast 
to the assembled oil men, mentioning par- 
ticularly that he sympathized most with 
New Englanders in the oil dilemma, be- 
cause its problems were the most acute. 
New England, he pointed out, is farthest 
from the source of petroleum supply, it 
has large war industries that depend upon 
oil fuel, its winters are colder than most 
oilheating areas and its vacation business 
will be shot by the gasoline restrictions. 

Mr. Ickes sees no way to meet New 
England’s full petroleum demand without 
substantial tanker movement or long dis- 
tance pipe lines, neither of which are 
probable . . . he wishes the railroads had 
not fought pipelines so vigorously last 
year. Tank car movement will probably 
reach a peak of 800,000 barrels daily by 
midsummer, he believes, but will decline 
in the Fall. Other plans for improvements 
such as extending barge and inland water- 
way facilities will increase deliveries 
about 200,000 barrels, but he warned 
that these will not be ready before six to 
nine months. 


East Will Get Cars 


Of some comfort to Eastern oil users, 
Ickes says that tank cars will be removed 
from Midwest service to Eastern service 
to the full limit of Eastern roads ability to 
handle them. The greatest petroleum need 
in the East, he disclosed, is for heavy oil 
for war industries and ships, although this 
will create a gasoline surplus, at refineries, 
that the OPC wants used in the Middle 
West. Thus, if Midwest States get gaso- 
line rationing, it will be by WPB to save 
rubber, not by OPC to save gasoline. 

Responsible for the success of the Bos- 
ton meeting were Jack Scott, president, 
and Clyde G. Morrill, executive director, 
respectively of the Association and a spe- 
cial Convention Committee composed of 
Eben P. Lufkin, chairman, Frank P. 
Scully, publicity chairman, Glenn Ar- 
nold, reception chairman and E. M. Betz- 
old, entertainment chairman. 
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Under the necessities of war restrictions, the average oil burner 
dealer is going to have to use all his ingenuity to keep his 
business functioning. Burner service, heating system service, 
sale of insulation and other fuel-saving devices, oil sales, burner 
replacements . . . all these offer business-saving income for 
the alert, two-fisted oil burner dealer. What will serve in one case 
will not always prove practical for someone else. There is no set 
answer to the problem. 

This much we know: The men who work hard enough, fight 
hard enough, to survive in the oil burner business are going to 
be handsomely rewarded for their efforts. When peace comes 
again, the pent-up demand for the comforts and conveniences 
sacrificed “for the duration” will make a market such as we’ve 
not yet seen. 

You who have been selling burners on which Twin Contact 
Controls are standard equipment, are going to have few service 
calls having to do with controls—because Twin Contact Con- 
trols are famous for staying on the job without service attention. 
On the other hand, since those controls carry your manufac- 
turer’s name, to which you have exclusive local franchise rights, 
their very quality is building future business for you. Stick with 
that name and you'll collect. 

When this thing is over, and we can get back to our regular 
jobs, there’ll be better times for all of us. That happy day will 
come sooner if each one of us handles his present assignment to 
the limit. 


PEHFEX CORPORATION 


500 West Oklahoma Avenue Milwaukee, Wisconsin 
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HELPS FOR READERS ~~ 


1941-1942 SPECIFICATIONS BOOK OF OIL BURNERS AND FUELOIL 
Gives specifications for 2200 models and makes of burners by 237 manufacturers. Gives grade of oil offi- 
cially specified for each burner, method of atomization, air source, ignition data, oil feed, gph rating and 


50c 
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motor size 
(Bulk purchase orders on request.) 


BEACON BOILER REFERENCE BOOK 

Contains 7116 listings of boilers and boiler-burner units up to 2,000 sq. ft. steam and equivalent hot water— 
new, old and obsolete. Complete ratings and specifications on 195 makes, 412 trade names. Particularly 
valuable regarding old and obsolete models. Gives model number and name, rating, firing rate (coal and 
oil), heating surface, firebox dimensions, floor to crown sheet, grate size, floor area, base height, chimney 
dimensions, smoke pipe diameter and whether boiler is steel or cast iron. Also, name and last known address 
of manufacturer and indication of whether the model is obsolete, or when it was made. 554 pages. Handy 
size for desk, brief case or desk. Sturdy binding $3.00 per copy ; $3.25 if sent C.O.D. 


PRACTICAL OIL BURNER SERVICE R 

64 pages of the best articles published in AIR CONDITIONING & OIL HEAT during recent years. Ex- 
cellent if you want to increase your service business during the war. Many topics covered. How to balance 
steam systems, increase efficiency, test units, baffle boilers and furnaces, adjust burners, figure combustion 
eS sd a 4 ko KD RH ES NTS VAR OWNS OO RAS HORS O6 does 008 See NewS $2.00 


KNOWING THE A TO Z OF CO, 
This invaluable booklet shows you how you can test your customers’ burners by modern methods obtain- 
ing a high COs rating and a low stack temperature. Be efficient and use this up-to-date booklet in your 


service work $1.00 
SERVICE ON ALL MAKES OF OIL BURNERS 


This book is essential in your repair and service work. Gives 10 detailed analyses of the most common 
basic service problems and shows you how to solve them efficiently ............. ccc cece e cee eens 50c 


REDUCING FUEL OIL BILLS 
This amazing booklet will help you show homeowners, in a language they can understand, how you can save 
them money. Minimize your customers’ oil bills and make a real profit with the right kind of service...... 50c 


“SS het 2 Pee ea Lee ee ee ee ee ee ee no ee ee ee ee ee ee ee ee he ee ee ee ee ee ee ae ee ee ee eee ee ee 








INTERESTING AND VALUABLE BOOKS AND REPRINTS —~ 


“Oil Burners,” by Kalman Steiner, includes 
discussion of fundamental and advanced 
engineering and methods of oilburner de- 
sign, construction, installation, operation 
and maintenance. Covers the character- 
istics, specifications, combustion, handling, 


“Comparative Heating Costs with Oil, Gas, or 
Coal.” Information on how to forecast oil 
consumption, based on an analysis of over 
eer rr rrr 


“Service Mechanic’s Manual.” Explanations of 
some of the more common causes of 


25C. 


and applications | ee ee $4.50 trouble and methods of avoiding or elimi- 
“Herkimer Service Manual.” Now you can buy WN ctariedi noe Saxns eoeeuns 20c. 

this famous manual. It is a complete ser- eaieiiaie , stan 

vice and installation guide for oilburners, Selling and Handling Fueloil.” A 32 page 

gas furnaces, and stokers written for the booklet covers fueloil distribution from 

expert as well as the beginner. It is dis- bulk plant to customer’s tank. Covers 

tinguished as the bases of the Herkimer planning and operating bulk plants, oper- 

PNRESEUER CRUISES... 65-5/6. 6 os des sce Sos oe es $4.00 ating tank trucks, selling fueloil, specifica- 
“OUheating Masdbook.” by Hari Kunitz. New- tions and variables, automatic deliveries, 

ly sevised edition. Clear and concise ex- . etc. ges ser ahem aaiin 50c. 

planation of oil burner systems and classi- “Oilburner Combustion Chambers.” Complete 

fication. Discusses combustion and heat- and concise study, illustrated with charts, 

ing problems, surveys, installations and illustrations and reference tables. Text 

I 6 idan ab ee cke wad ngeenad vate $3.50 covers both precast and those built on- 
“Short Cuts to Heat Loss Data.” When you're the-job. 23 PAQES. .. cee e were ere eecaes on 50c. 

figuring heat loss you can save time by “Degree Day Handbook.” Useful for comput- 

using this accurate, easy method getting ing oil consumption by the degree day 

fast results without lengthy figuring..... 25c. IS ho be aRE Sino ee os a o's aw ee cakes $3.00 


Because of the thousands of small orders we receive, we ask that cash, stamps, money orders or checks be sent 
with all orders. If you wish to order C.O.D., an extra charge of 10% is made to cover shipping and collection 


fees. 


FUELOIL & OIL HEAT 


232 MADISON AVENUE 
NEW YORK CITY, N. Y. 
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Manufacturers Hear Plan 
To Finance Frozen Stocks 


Meeting with representatives of RFC 
and WPB on May 18, thirty oil burner 
manufacturers heard plans that may free 
capital tied up in frozen stocks of com- 
pleted oil burners. Representatives at the 
meeting in New York included Harold E. 
Jacobson, of Defense Supplies Corpora- 
tion, a subsidiary of the Reconstruction 
Finance Corporation, and A. E. Little, of 
WPB’s Bureau of Finance. 

Mr. Jacobson outlined three possibili- 
ties through which Reconstruction Fi- 
nance Corporation might render financial 
help through Defense Supplies Corp. 
These are: 

1. Outright purchase of the burners by 

DSC, or; 

. Direct loans with the burners as 
security, or; 
3. A commitment to buy, which can be 
used to get a loan at the manufac- 
turers’ local bank. 


Of these possibilities, RFC prefers No. 
3. They do not want to enter the oil burn- 
er business as the owner of a large stock 
of finished burners under No. 1. They do 
not want to compete with local banks with 
direct loans under No. 2. But Defense 
Supplies Corp. is authorized to give its 
promise to buy, and this promise can be 
banked at face value. 

If the final plan follows the proposal 
made at the May meeting, a manufacturer 
with a stock of completed burners (made 
before May 31) goes to the Bureau of 
Finance of the War Production Board 
(462 Indiana Ave., Washington, or at the 
local WPB office) with his cost records. 
These records should show the materials 
and labor cost, plus that part of the over- 
head that is chargeable directly to these 
burners. (A “completed” burner only is 
eligible for inclusion in frozen stock, and 
that includes at least two controls.) After 
WPB has approved the value of the 
frozen stocks, the manufacturer is taken 
to Defense Supplies Corp. When they 
have approved the application, a commit- 
ment is issued which obligates DSC to 
buy the stock. 

DSC prefers that the manufacturer 
store the burners at his plant. They do not 
want stocks concentrated in Washington 


tN 


or at any other one point. If it becomes 
necessary to supply burners out of frozen 
stocks to some future purchaser, these 
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sales will be made from the nearest stock. 

The manufacturers’ commitment can 
be banked locally at face value, and at in- 
terest rates as low as 2% in some cases. 
RFC will charge 4% for any money they 
advance, plus a possible 1/2 of 1% com- 
mitment fee. Details are not yet settled on 
this and other procedures. It is under- 
stood, for instance, that the price freezing 
order issued since the discussion in May 
has prohibited a contemplated increase in 
value of frozen stocks in storage of 1% 
per month. This was originally intended 
to cover storage charges and interest on 


the investment in materials and labor. 

If RFC (or DSC) takes the burner 
stock they will expect the manufacturer 
to help them sell it; except the manufac- 
turer’s guarantee to stand on the equip- 
ment; and remit any profit to the manu- 
facturer, less 4% per year on the money 
tied up for the period. - 

Another factor that has possibly influ- 
enced the probable demand for RFC help 
is the amendment to L-79 on May 23. 
This has made the replacement market 
available to dealers, and may tend to ease 
the demand for help. 





yan Sez: 


A Lie 


HERE wuz a woman up in The 
Bronx, New York, 
pulling her hair out about their 
heating system that cum close ter 


who wuz 


being a refrigeratin’ plant. 

Here’s the story as it wuz writ ter 
me by the feller who saved her hair. 
It was a bungalow type of residence 
for two families, having a ground 
floor and a first floor. Owner lived 
on the first floor. 

The heating unit along with gas 
water heater was installed in the 
ground floor apartment off the 
kitchen. 

| So much trouble was experienced, 
| tenant wanted to move. Floor was 
| cold. Ceiling hot. Baby was get- 
| ting sick on and off. One room was 
80°, another 62°. Poor owner was 
up against it. 


| Irvington, N. Y. Dept. O 











It Sounds Like 


But He Ain't Telling It 


BURNHAM BOILER CORPORATION 


Distributed Through Wholesalers 






One day Wendon Plg. and Htg. 
were doing some plumbing work 
for the owner and she told them her 
troubles. They told her what to do 
all right. She did it. Out went 
everything. In went a Burnham- 
Taco Venturi One-Pipe system with 
a Burnham Boiler having a biltin 
water heater. 

Tenant was happy. Offered to pay 
more rent. 

Saving on oil is better than $30 a 
year, and over $6 a month savings 
on gas for heating domestic hot 
Total saving of over $100 
a year. One neighbor has 
bought the same system. 

To which I’ll add, if you want 
owner’s name and more particulars, 
write and I’ll send ’em. 


water. 
since 


HANK. 





Zanesville, Ohio, Dept. O 


Branch Offices In All Principal Cities 
Export Dept. 50 Church St., New York City 
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Burner Service Goes Under 


Price Ceiling on July | 


Maximum price ceiling on oil burner 
service, and all maintenance and repair 
work on household appliances and equip- 
ment, go under ceilings July 1. Prices may 
not be charged that are higher than maxi- 
mum prices charged in March for the 
same type and kind of service. There is 
nothing to prevent a dealer charging less 
than this ceiling for his service, but most 
dealers are finding present prices too low. 

Appeals may be taken where prices are 
so low that the dealer is losing money on 
his whole operation. 

Appeals for an increase in service 
charges must be made to the nearest local 
office of OPA. There are now certain 
basic minimum reguirements for a suc- 
cessful appeal. In the first place the ap- 
peal must be made by an individual dealer 
on the basis of his own operation, and 
not by a group of dealers or an association 
that may be able to prove an overall need 
for a higher price. The dealer must be 
able to prove, not only that his service de- 


partment is operating at a loss, but also 
that his entire operation is operating at a 
loss, and that this loss is due principally 
to the loss suffered by the service depart- 
ment. 

This data, when compiled, is filed with 
the dealer’s nearest regional office on form 
OPA-T-1, a form obtainable at any OPA 
office, and one that may be copied. 

Most free service was rendered in con- 
sideration of a signed oil contract. It now 
is impossible to get signed contracts, so 
many dealers reason that they now are 
free to go entirely on a paid service basis. 
Few have had any serious trouble in con- 
verting their customers to paid service, 
though the price to charge for that ser- 
vice is not always easy to determine. 

The highest permissible price that may 
legally be charged is determined by a defi- 
nite formula issued by OPA. This Pro- 
gressive Price Formula is: 

1. Highest delivered price in March, 
1942 for same goods (or services). 


2. Highest offered March price for 
same goods. 

3. Highest delivered March price for 
similar goods. 

4. Highest offered March price for 
similar goods. 

5. Highest competitor's delivered price 
in March for same goods. 

6. Highest competitor's offered March 
price for same goods. 

7. Highest 
March price similar goods. 

8. Highest competitor's offered March 
price for similar goods. 

Service prices, admittedly too low in 
most areas, must be worked out by the 
dealer with his conscience, his customers 


and the OPA. 


competitor's delivered 


© 


New York Association Makes 
Conference Assessment 


AT A SPECIAL meeting of the New York 
Oil Heating Association held May 11 at 
the Pennsylvania Hotel a motion was 
unanimously adopted to assess each mem- 
ber $20 to support the efforts of the At- 
lantic Coast Oil Associations Conference. 
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heating costs. 





TORIDHEET DIVISION 





Uncle Sam Demands Oil Conservation | 


TORIDHEET CO-OPERATES 


BY PRODUCING THE SENSATIONAL 


LIBERTY LINE 


Now you can sell and install oii heating equipment for 
the purpose of reducing the consumption of fuel oil. You 
can replace, without priorities, the oil-hog that is gorging 
fuel oil in a manner delightful to Hitler and Hirohito. 
But be sure the oil burner or unit you install was made to 


reduce oil consumption. Don’t experiment. Install Torid- 
heet. The Toridheet Liberty Line was designed to cut 


Write at once for complete information. 
CLEVELAND STEEL PRODUCTS CORP. 
CLEVELAND, OHIO 


Oil Burners *& Air Conditioning Units % Oii-Burner Boilers 
Coal and Gas Furnaces *% Water Heaters 























HELPS FOR OIL BURNER, HEATING 
AND AIR CONDITIONING MEN 


Information of considerable value.to any oil burner, heating or 
air conditioning man will be found in the items listed below. 
Thousands of them have been sold and a number of each are 
available at the prices listed. 


“Which Fuel” (A discussion of oil vs. gas)...... 10 
“Curing Radio Interference from Oil Burners” .05 
“Complete Burner Service Includes Precautions 


Peete FESOUINC SS. oicisssis: 6 sos OW ceiepsie's > ees 25 
“Pump Hum—Its Cause and Cure” (The best 
thing of its kind ever published anywhere) .... .10 


“Header Connecting All Boiler Sections Necessary 
to Prevent Summer Steaming” (Good hints 
for summer hot water systems) ............ 10 


we meee rere eee ese re seers eeeeeeseeeseesssese 


“1939 Warm Air Installation Codes” (Includes the 
Technical Code for Design & Installation of 
Mechanical Warm Air Systems, 16 pages, 50c 
per copy; The Standard Gravity Code ¢over- 
ing Gravity Warm Air Systems, 8 pages, 25c 
per copy; The Technical Code for Small 
Warm Air Systems, 8 pages, 25c per copy). 

“Give The Blower Wheel A Chance” (Interesting 
and valuable article on the design and arrange- 
ment of blower wheels and housings on - 

“Directory of Oil Burner Manufacturers” (Con- 
tains complete list of manufacturers; specifi- 
cations for burners, oil-fired boiler burner 
units; furnace-burner units, 32 pages, won” 

pao eeucaalgiele} Se Gaeta sare .00 


IMPORTANT: Money, check or money order must 
accompany all orders. We pay the postage. 


FUELOIL & OIL HEAT 
232 Madison Ave., New York, N. Y. 


burners) .... 


stings): 3% <:5% 


Price 


.10 
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P-34. Interpretation No. 1 
Allows Sale of Grates 


By an interpretation of P-84, the main- 
tenance and repair order, purchase of 
grates is permissable to convert oil- and 
gas-fired heating plants to coal. It allows 
the replacement of greater weights of less 
critical material for more critical metals. 
Parts that are to be replaced need not be 
identical. The text of Interpretation No. 
1 follows: 

Subparagraph (b) (3) of Preference 
Rating Order P-84 reads as follows: 

“Emergency Repairs’ means only those 
remedial repairs which are required by 
actual or imminent breakdown by Plumb- 
ing Equipment or Heating Equipment. It 
includes (but is not limited to) the emer- 
gency replacement of equipment which is 
worn out, damaged beyond repair or de- 
stroyed. It does not include the installa- 
tion of superior type equipment to replace 
usable equipment, or a substitution more 
extensive than that which is necessary to 
replace the part or parts that are worn 
out, damaged or destroyed.” 


Within the meaning of this subpara- 
graph, Plumbing Equipment or Heating 
Equipment which replaces “the part or 
parts that are worn out, damaged or de- 
stroyed,” need not be identical with the 
part or parts that are replaced. 

Installation of a part or parts which do 
not contain a greater weight of metal 
than the part or parts replaced is not “a 
substitution more extensive than that 
which is necessary to replace the part or 
parts that are worn out, damaged or de- 
stroyed,” regardless of the fact that such 
Plumbing or Heating Equipment is of a 
type or kind different from that replaced. 
Thus, coal burning equipment may re- 
place oil burning equipment or gas burn- 
ing equipment. 

Further, where steel equipment is re- 
placed by cast iron equipment, the sub- 
stitution is not “more extensive” even 
though the substituted equipment be 
heavier than that replaced. Similarly a 
substitution of iron or steel equipment for 


copper or copper base alloy equipment is 
not a “more extensive” substitution even 
though the substituted equipment be 
heavier than that replaced. 

Issued this 1st day of June, 1942. 


© 


Delco Launches 
“Stitch in Time” Drive 


AT TWENTY-NINE dealer meetings 
throughout the country May 4 to May 
11, Delco introduced a “Minute Man™ 
program to sell to American oilheating 
users “Stitch in Time” service. The cam- 
paign is planned not only to aid the war 
effort through conservation of fuel and 
materials, but also to enroll Delco dealers 
into an organized effort to give them a 
profitable as well as useful business for 
the duration. 

Meetings were opened with discussion 
of Washington rulings and regulations 
affecting these dealers, using a question- 
and-answer form. 

A considerable array of advertising 
and 13 pieces of consumer selling ma- 
terial for the campaign were explained 
to the dealers. 





IN AT A DeWITT OPERATED HOTEL 


In Cleveland 
THE HOLLENDEN 


In Columbus 
THE NEIL HOUSE 
Inu Akron 


THEO. DEWITT 


DMs 
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In Lancasten, O. 
THE LANCASTER 
In Coming, N. Y. 
THE MAYFLOWER THE BARON STEUBEN 
The Hotels that Check with Every Travel Standard 

PRESIDENT 











temperatures. 


ABC of Oil Savings with the 
HERCO RESIDENTIAL 





A. EXCLUSIVE HERCO THRIFTI-FIER concentrates heat 


on heating surfaces. 


B. MERCOID VISAFLAME ends need for high stack 


C. HERCO UNIT ENGINEERING integrates fine parts 
into a balanced unit of peak combustion efficiency. 


HERCO OIL BURNER CORP. LANCASTER, PA. 


Burners are available. 





Standard CS75-39. 





All Herco Burners are listed as 
approved by Underwriters’ Lab- 
oratories, Inc., for Commercial 


HERCO pm 


The Oil- Thrifty 





OIL BURNER 
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Regulations we live by .... 


iia details of those orders, is- 
sued by the priorities and price divisions 
of the War Production Board, which gov- 
ern oilburner manufacturers and dealers 
and their suppliers are: 


Limitation Order L-22. Limits large 
manufacturers or assemblers of warm air 
furnaces (those making 8000 units a year 
or more) to 50% of the iron or steel used 
in 1940. Limits small manutacturers 
(those making less than 8000 units a 
year) to 90% of the iron and steel used 
in 1940. Space heater and floor furnace 
manufacturers are not included in the 
order. 


Supplementary General Limitation Or- 
der No. L-23-c: To Conserve Critical Ma- 
terials which are Used in the Production 
of Domestic Cooking and Heating Stoves. 
Applies to all manufacturers of domestic 
cooking and heating stoves (except elec- 
tric). Prohibits manufacture after July 


31 by any Class A manufacturer (whose 
factory sales totaled $2,000,000 or more 
in the year ended June 30, 1941); or Class 
B manufacturers (whose factory sales 
totaled less than $2,000,000 but is in a 
labor shortage area.) Class C manufactur- 
ers (whose factory sales volume in the 
base period was less than $2,000,000, and 
are not in labor shortage areas) may make 
“permitted” models. Use of iron and steel 
monthly in cooking stoves must not ex- 
ceed 70% of the monthly average for the 
base period, and monthly use of iron and 
steel for heating stoves must not exceed 
50% of the monthly average for the base 
period. Iron and steel in each heating 
stove must not exceed 70% of the aver- 
age weight of iron and steel per unit pro- 
duced during the base period. 


Limitation Order No. L-42: Plumbing 
& Heating Simplification. SCHEDULE I. 
Limits production, except for ships other 





than pleasure craft, of bronze and brass 
gate, globe, angle, and check valves of 
YZ" to 3” sizes to working saturated steam 
pressures of 100, 125, 150, 200 and 300 
psi; also of iron body valves of 2” to 12” 
inclusive to steam pressures of 125 and 
250 psi, and of iron body valves of 3” or 
less to 150 psi. SCHEDULE I. Limits the 
manufacture of grey cast-iron, malleable 
iron, and bronze and brass pipe fittings, 
except for ships other than pleasure craft, 
to the sizes and types recommended in Bu- 
reau of Standards Simplified Practice 
Recommendation No. P185-42. SCHED- 
ULE I. Requires manufacturers of low 
pressure heating boilers to cease making 
metal jackets Mar. 16 and to eliminate 
fusible plugs and tricocks after June 1. 
Any boilers in stock June 1, so equipped, 
can be delivered. SCHEDULE vi. Limits 
production of cast-iron tubular radiators 
after April 16 to the following sizes: 


No. tubes Height Weight* 
3 a" 4.7 
4 19, 22 & 25” 4.7 
5 22 & 25” 4.7 


6 14, 19, 25 & 32” 4.7 
*Pounds per sq. ft. of htg. surface. 








EXPERIENCE 


The long experience of the Quiet May 
organization, its engineers and produc- 
tion experts, insures the sustained super- 
iority of Quiet May oil heating equipment. 


Quiet May ownership is 
an experience in 
satisfaction! 


May Oil 
Burner 
Corp. 


Baltimore, Md. 











With the widespread use of simplified heating systems, often 
stripped to the bare essentials, small homes and housing 
projects need the added efficiency of Auer Registers. There 
are many Auer warm-air models suited to low-cost house 
requirements, such as the Airo-Flex “7000” Series shown 
here. This is a single louvre register with downward 
directional fins, bendable for other angles if desired. If 
you are equipping small home jobs, it will pay you to know 
about the Auer line. 





Write for Auer Reg } 
ister Book showin; 
all models for warm 
air and air condition- 
ing. Separate Catalog 
“G” also available on 
flat metal grilles. 


























The Auer Register Co. |_ 
Cleveland, Ohio Airo-Flex 7032 Single Louvre Adjustable Register 


AUER REGISTERS 


& GRILLES - ForAir Conditioning asd Gravity 
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SCHEDULE Vil. Prohibits the use of cop- 
per in hot water heaters, tanks and coils 
unless the heaters, tanks, and coils are to 
be used in defense housing. SCHEDULE 
vil. Limits and simplifies low pressure 
thermostatic radiator traps, low pressure 
float and thermostatic traps, low pressure 
boiler return traps, strainers and low 
pressure supply valves. SCHEDULE IX. 
Limits direct fired gas water heater tanks 
to 20, 30 and 40 gallons, eliminates metal 
jackets and models requiring more than 
one flue, and prohibits copper or brass in 
the cold water inlet and draw-off cocks. 
Effective May 15 for production and de- 
livery. 


Limitation Order L-56: To Curtail the 
Consumption of Fueloil. Bans the delivery 
of fueloil in the East after March 14, and 
in the Middle-West after June 1 to users 
with standby equipment unless such 
equipment is being used to full capacity; 
bans delivery of fueloil after April 13 in 
the East and June 15 in the Middle-West 
to new or old houses never before oil 
heated, unless the foundations for the 
new house are completed in the East by 


April 13 and in the Middle-West by 


June 15, and the original contract speci- 
fied oilheating; bans delivery of fueloil in 
the East after March 23, and in the Mid- 
dle-West after June 1 to installations con- 
verted from other fuels to oil. 

GENERAL EXCEPTION. The above pro- 
hibitions do not apply when coal is not 
available to a consumer or its use is pre- 
vented by technical factors. 

Order also prohibits the delivery of oil 
to burners installed to replace worn out 
or damaged burners whenever the boilers 
or furnaces are adaptable to the burning 
of other fuels. 

For complete text of order, see April 
1942 issues of FUELOIL JOURNAL, and Air 
Conditioning & Oil Heat. 


Suppliers’ Inventory Limitation Order 
L-63. Limits the inventories of plumbing 
and heating suppliers and oilburner sup- 
pliers or distributors whose total inven- 
tory at cost, including consigned stocks, 
exceeds $20,000. A supplier in the East- 
ern and Central Time Zones is required 
to limit his inventories to twice the dollar 
value of sales of the specified types of 
supplies which he shipped from stock in 
the second preceding calendar month, or 


to an amount equal to two-thirds of the 
dollar value of such goods sold by him 
during the three preceding months; in 
other time zones suppliers may carry in- 
ventories equal to three times the amount 
of his sales in the second preceding month, 
or equaling the dollar value of sales dur- 
ing the full period of the previous quar- 
ter. Suppliers whose total inventory at 
cost is less than $20,000 and less than 
$10,000 for any one of the listed types of 
supplies, are exempt from the terms of 
the order. 


Limitation Order No. L-74: To Curtail 
the Production of Oilburners. Applies to 
mechanical, steam, or air atomizing burn- 
ers; vertical or horizontal rotary burners, 
and mechanical vaporizing burners. Pro- 
hibits the production after April 15 of 
any burner with a capacity exceeding 15 
gph burners designed for ships, cooking 
and for heat treating and processing, 
except to fill orders rated A-10 or bet- 
ter; prohibits the production after May 31 
of any burner with a capacity of 15 gph 
or less; limits the April and May pro- 
duction of the smaller capacity burners to 
1/12 of 1941 output. Complete text of 








Because: 


Easily-operated 


IT IS IMPORTANT TO UNCLE 
SAM THAT HEATING PLANTS 
BE KEPT CLEAN! 


WHY?—Because a clean plant gives 
higher heating efficiency and 
thus conserves fuel. — 

HOW?—By using a KENT DOUBLE 
SUCTION FURNACE AND 
BOILER CLEANER. 


1. It is Fast, Powerful, Sturdily built and 








ne) TAKE A LETTER 
as): TO ALL WAR 








MISS JONES— 






RESTRICTED 
HEATING EQUIPMENT 
43 DEALERS. 
YY i 
















DEAR DEALER: 


Re: Those C-mmercial 
Installations 


2. It cleans with NO FUSS—NO MUSS 
3. It guarantees a clean plant and highest 
4 


I’m a lucky guy. And that makes you licky too! I’m still 
available for you to sell because, while using but a mite of 
critical metal, I provide fuel savings ranging from 5% to 25% 
in every installation. I’d like to go to bat for you in 1942, 
rounding out your restricted heating line, keeping your profits 
and volume intact. About 90% of the homes, schools, churches, 
stores and factories in your community need me. Anyone can 
sell me! And I pay a worthwhile profit. Ill help you keep 


your chin up in 1942! . 
— ti ” Sincerely, “‘Scotty” Field 


heating efficiency 
. It is economical 


A CLEAN PLANT LASTS 
LONGER. KEEP YOUR 
CUSTOMERS SATISFIED 
WITH KENT - CLEANED 


HEATING PLANTS. Field Commercial Controls Cut 


Fuel Consumption Up to 25%! 


Right now the market’s hot for commer- 
cial installations. And the Field line— 
standard and motorized—gives you com- 
plete coverage. Write for complete details. 


FIELD 
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Investigate Today! 








THE KENT 
COMPANY, INC. 


168 Canal S#. Rome, N. Y. 













CONTROL DIVISION 
MENDOTA, ILLINOIS <=" 























original order in May issue, page 18, and 
amendment text in this issue. 


Limitation Order No. L-79: Plumbing 
and Heating Equipment. Prohibits the sale 
after April 16 of any heating equipment 
used primarily for building warmth, or 
of any accessory connected to the primary 
heating unit, unless necessary for certain 
classes of farm work, or designed for hos- 
pitals, surgical or dental equipment, for 
barber shops or beauty shops. Exceptions: 
(1) any item sold at retail for less than $5; 
(2) equipment sold to fill orders rated at 
A-10 or higher; (3) equipment sold by a 
retail dealer to any other retail dealer or 
to a distributor, jobber, wholesaler or 
manufacturer; (4) equipment sold by a 
distributor, jobber, or wholesaler to any 
other distributor, jobber, or wholesaler or 
to a manufacturer; (5) equipment in 
transit on day the order became effective; 
(6) domestic stokers for conversions, and 
(7) oil burners for replacement where the 
replacement will effect a saving in oil, pro- 
viding that such replacement does not 
conflict with any other order. Summary 
of Amendment issued May 23 in this 
issue. 


Conservation Order No. M-6-b: Cur- 
tailing the Use of Nickel in Certain 
Items. Prohibits manufacturers of plumb- 
ing, heating, and airconditioning supplies 
from using nickel in any product after 
April 1, except in valve seats and thermo- 
static controls. This restriction does not 
apply to production for filling orders hav- 
ing preference ratings of A-1-k or higher. 


Conservation Order No. M-9-c: Cur- 
tailing the Use of Copper. Prohibits the 
manufacture and sale after March 31, 
1942, of the following items, among 
others, made of copper or copper base 
alloy: bands on pipe covering; local and 
unit heater convectors; hot water heaters, 
tanks and coils except for defense hous- 
ing, and pipe, tube, tubing and fittings 
except for defense housing. Limits the use 
of copper in conductors of electricity to 
the parts which actually conduct the elec- 
tricity. 


Supplementary Order M-21-d: To Re- 
strict the Use of Corrosion and Heat Re- 
sistant Chrome Steel. Applies to all man- 
ufacturers of oilburner controls. Specifies 
that “no person shall consume, use, proc- 





ess, fabricate, or deliver corrosion or heat 
resistant alloy iron or alloy steel contain- 
ing 4% or more of chromium.” 

Exceptions: Order does not apply to 
“material to be delivered by the holder on 
a preference rating of A-10 or higher,” 
nor does it apply to fully fabricated arti- 
cles. 


Conservation Order No. M-68-c. For- 
bids marketers of petroleum and petro- 
leum products from building new facili- 
ties or improving existing facilities except 
when permission is granted by the Direc- 
tor of Priorities. 


General Order No. 6 of the Office of 
Defense Transportation. Prohibits spe- 
cial deliveries and “call-backs” on the 
same day by any rubber-tired vehicle, ex- 
cept where necessary to protect public 
health, life and safety. After June 1 
“call-backs” in a second attempt to make 
deliveries or make collections are forbid- 
den. After June 1 all local carriers using 
rubber tires must reduce monthly mile- 
age 25% compared with the same month 
of 1941. Owners and operators must keep 
records of truck mileage, and records of 
steps taken to comply with the order. 








Recommended for NEW 
Refractory Economy 








FOR BONDING 
J-M Hellite is ideal 
for bonding fire- 
brick with thin 
joints, wash- 
coating and 
patching old lin- 
ings. Settings 
are strong and 
permanent. . 
Comes ready- 
mixed, works 
easily, sets 
without heat. 











\} FOR POURED LININGS 


J-M Firecrete 
handles as easily 





of any type oil burner 


DOUBLE-QUICK 


How to analyze and correct troubles 





as ordinary 
concrete. Will 
not shrink, 
crack or disin- 
tegrate. Ideal 
for rotary- 








FOR SEALING 
J-M Fireite is an 


asbestos furnace 
cement that effec- 
tively seals clean- 
out doors, flue 
pipes and other 
furnace parts. a 
Supplied ready-mixed, is easily worked 
and applied. Adheres tightly to cast- 
ings, sheet metal or any other clean 
surface. Air sets without heat. 








Write for New 
Edition of 
Booklet RC-8A 
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Today’s money-making opportunities in 
oil burner servicing are keyed not only to 
how well the work is done but how fast. Pres., 


doubt—and thus increase earnings. 


® Time-tested on thou- 
sands of jobs, these dur- 
able J-M Refractory 
Products provide maxi- 
mum assurance of long 
life and freedom from 
maintenance. They are 
stocked by leading dis- 
tributors throughout the 
United States ... are 
easily obtainable on 
short notice. For the 
name and phone number 
of your nearest supplier, 
write Johns-Manville, 
22 East 40th Street, 
New York, N.Y. 


REFRACTORIES 
FOR OIL BURNERS 











Cc. H. CHALMERS 


Chalmers Oil Burner 
Co.; Former Pres., American 


3 are With this practical book you can locate, Oil Humes Aaan. cays; ONO 
hearths, diagnose and correct all operational and 4 installing or servicing 
pe pee aig constructional troubles of any type or on ages ane: Mage pending 
etc. recognized make burner without delay or ative manual.’ 





OIL BURNER SERVICE MANUAL 


16 CHAPTERS COVER: 
Domestic Pressure-atomizing 
Oil Burners. 
Domestic Vertical-cup Burners. 
Rotary Wall-flame Burners. 
low-pressure Atomizing Do- 
mestie Burners. 
Miscellaneous Domestic 
urners. 
Horizontal-rotary Oil Burners. 
Miscellaneous Industrial Oil 
Burners. 
Refractories. 
Tanks and Piping. 
Relays and Circuits. 
Automatic Control Instru- 


ments. 
Boilers and Warm-air 
Furnaces. 
Load and Burner Capacity. 
Oraft and Control, Efficiency 
and Testing. 
Preheating. 
rvice. 








232 Madison Avenue 





FUELOIL & OIL HEAT 


By K. Steiner, Consulting Engineer, Ray Heat 
& Power Co., and F. Ravnsbeck, Chief En- 
gineer, Ace Engineering Co. 365 pp., illus- 
trated, $4.00. Remittance must accompany order. 
Gives the mechanic just the help he 
needs in installing and servicing oil 
burners, in plain language. Exhaustive 
treatment given to domestic burners, 
including all recognized makes from 
earliest to current types. Commercial 
and industrial installation, mainte- 
nance and service are thoroughly dis- 
cussed and illustrated. Gives count- 
less pointers secured from men actu- 
ally engaged in handling the various 
burners and accessories. 


Order from 





New York, N. Y. 
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O.P.A. Price Schedule No. 64: Domes- 
tic Cooking and Heating Stoves. Prohibits 
manufacturers of all types of cooking and 
heating stoves from selling a stove for 
more than 112% of the lowest price 
charged for an identical model between 
Jan. 15 and June 1, 1941. Bans cost-plus 
contracts after Jan. 5, 1942. Permits 
minor changes in models, providing the 
changes do not lower quality or efficiency; 
permits substantial changes in models 
only if the changes are necessary to fill a 
defense order obtained as the result of 
competitive bidding. All other changes 
must first be approved by OPA. 


O.P.A. Price Schedule No. 96: Domes- 
tic Fueloil Storage Tanks. After Feb. 20, 
1942, prices to be paid by installing deal- 
ers for domestic fueloil tanks shall not 
exceed prices prevailing in the first two 
weeks of October, 1941. Manufacturers 
are ordered to attach to each tank made 
a durable label giving manufacturer’s 
name and address, size and capacity of 
the tank, and gauge of steel used. Maxi- 
mum prices established are: 


275 GALLON TANKS 


Mid- Pacific 

East West Coast 

14 gauge, 26-27inch $18.75 $19.75 $35.50 
14 gauge, 22 inch 19:15 20.15 37.90 

12 gauge, 26-27 inch 21:10. 22:15 37.55 
12 gauge, 22 inch 21.70. 22.80 38.15 


250 GALLON TANKS 


14 gauge, 26-27 inch 18.40 19.40 35.10 

14 gauge, 22 inch 18.75 19.75 35.50 

12 gauge, 26-27 inch 20.50 21.55 36.90 

12 gauge, 22 inch 23.108 2229) -a739 
220 GALLON TANKS 

14 gauge, 26-27 inch 18.00 19.00 34.75 

14 gauge, 22 inch 18.40 19.40 35.10 

12 gauge, 26-27 inch 19.85 20.95 36.30 

12 gauge, 22 inch 20.50 21.55 36.90 
200 GALLON TANKS 

14 gauge, 26-27 inch 17.60 18.60 34.35 

14 gauge, 22 inch 18.00 19.00 34.75 

12 gauge, 26-27 inch 19.25 20.30 35.65 

12 gauge,22inch 19.85 20.95 36.30 


Notes: Eastern prices are delivered prices 
with lugs; Midwest prices are prices f.o.b. fac- 
tory without lugs (maximum allowance for 
lugs, $1); Pacific prices are prices f.o.b. factory 
with lugs. Midwest and Pacific manufacturers 
can add actual transportation costs paid by 
them if shipment originates at their own fac- 
tories, or actual transportation costs from fac- 
tory to point of shipment origin, if shipment is 
made from a point other than factory. Maxi- 
mum allowance for extra transverse seam is 
75¢; allowance for each two extra lengthwise 
seas is '75¢. Prices per tank for truck or carload 
lot are about $1.50 lower. East includes Con- 
necticut, Delaware, Maine, Maryland, Massa- 
chusetts, New Hampshire, New Jersey, New 
York, Pennsylvania, Rhode Island, Vermont, 
Virginia, D. C. Pacific Coast includes Wash- 
ington, Oregon, California. Midwest includes 
all other states. 


Recommendation No. 37 of the Petro- 
leum Coordinator. To Assure Delivery of 
Essential Fuel Oils to War Industries. 
Asks suppliers of fueloils to discontinue 
making contracts for the delivery of fu- 
ture requirements of oil for space or cen- 
tral heating, or for hot water supply. Au- 
thorizes suppliers to put the “no-commit- 
ment” provision into effect on and after 
June 1, and cancels. contracts in force 
after June 1. Applies to all grades of oils, 
but exempts fueloils used for cooking or 
lighting. 


Preference Rating Order P-55: Mate- 
rial Entering Into the Construction of 
Defense Housing Projects. Applies to 
builders whose defense housing projects 
have been described on Form PD-105 and 
approved. Approved forms assign specific 
preference ratings to each project, which 
ratings are extendable to the builder’s 
suppliers. Builder extends the rating by 
giving the supplier a true copy of his ap- 
proved Form PD-105. Supplier can furth- 
er extend the rating to his manufacturers 
by submitting another copy of the build- 
er’s form. 

The builder may apply the preference 











Speeds—1100, 1700, 3400 RPM. 


Voltages—Up to 220 A.C. 
Frequencies—60, 50 and 25 cycles. 
Bases—Solid, resilient or flange. 


with shaft up or down. 
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for General Purpose Applications 
Types—Split Phase, Capacitor or Shaded Pole. 


Power—1/80 to 1/20 HP, depending on speed. 


Mountings—Horizontal, Sidewall, Ceiling or Vertical, 
Efficiency—High for such small powers. 


What is your problem? 


THE OHIO ELECTRIC 
MFG. CO. 


5913 Maurice Ave., Cleveland, Ohio 


OHIO MOTORS 





Dealers: Stainless Steel Nozzles can- 
not now be manufactured on less than 
A-1-K preference ratings. However, 
standard F-80 construction nozzles 
are now available in a substitute ma- 
terial for ratings A-10 or better. 


Do you have our complete Catalog D? 


E. WESTMORELAND AND SALMON STS. 


| 
| MONARCH MFG. WORKS, INC. 


MONARCH. 
Or. BURNER 











NOZZLES 





PHILADELPHIA, PA. 
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rating only to materials listed on the De- 
fense Housing Critical List, and only then 
if he cannot get these materials without 
priority aid. 


Preference Rating Order No. P-84: 
Plumbing and Heating Emergency Re- 
pairs. Provides A-10 rating to orders for 
parts required to repair or replace prima- 
ry heating equipment which has worn out 
or been destroyed or damaged. Installers 
or suppliers may assign rating themselves 
by properly endorsing each order. Install- 
ers may not apply rating until they ac- 
tually need the parts and suppliers may 
not use the rating unless their inventories 
conform to certain restrictions. 

Excepted are orders placed by install- 
ers for parts valued at less than $10 and 
including no single part costing over $5. 

When replacing a unit costing the in- 
staller $50 or more, the installer must at- 
tach to his material purchase orders a 
statement signed by himself and the cus- 
tomer certifying that the unit could not 
be repair and giving identifying details of 
both old and new units, including model, 
make, size, and serial number. 

For complete text see April 1942 issues 


of FUELOIL JOURNAL and Air Condition- 
ing & Oil Heat. Text of Interpretation 
No. 1 is printed in this issue. 


Preference Rating Order No. P-98: 
Priority Rating for Petroleum Refining, 
Transportation, Production, and Market- 
ing. Assigns A-10 rating to orders for ma- 
terial necessary to maintain or repair a 
fueloil distributor’s property and equip- 
ment, or to maintain his operating sup- 
plies. Order excludes materials required 
to maintain or repair anything classified 
as a fixed asset; also excludes material for 
improvements or expansion. 

Distributor applies the A-10 to deliv- 
eries of material from suppliers by en- 
dorsing the following statement on the 
original and all copies of purchase orders: 
“Material for (state purpose), rating in 
accordance with paragraph (insert para- 
graph number of Order P-98 which ap- 
plies), authorized by Preference Rating 
Order P-98, with the terms of which I am 
familiar.” 

All order for material placed under P- 
98 must be countersigned by a field rep- 
resentative of the Office of Petroleum 
Coordinator, unless for supplies costing 





less than $500. This order is extended to 
July 1. 


Preference rating Order P-100: Re- 
pairs, Maintenance and Operating Sup- 
plies. Assigns A-10 ratings to orders 
placed by specified types of producers for 
repair, maintenance, and operating sup- 
plies. Restrictions include the accumula- 
tion of material in excess of needs and 
the use of material for improvements or 
expansion. 

Specified types of producers include: 
Any governmental unit; firms engaged in 
manufacturing, processing, or fabricat- 
ing; warehousing companies; wholesalers; 
charitable institutions; carriers; educa- 
tional institutions; printers and publish- 
ers; radio broadcasters; telephone and 
telegraph companies; hospitals, clinics, 
and sanitoriums. 

The producer or his supplier, in order 
to apply the A-10 rating to deliveries of 
material to him, endorses the following 
statement on each purchase order: ““Ma- 
terials for maintenance, repair, or operat- 
ing supplies; Rating A-10 under Prefer- 
ence Rating Order P-100, with the terms 
of which I am familiar.” 





TEST KIT 


COMPLETE 


$29:30 


Combustion Tests 


BACHARACH 


Industrial Instrument Co. 


7000 BENNETT STREET 
PITTSBURGH, PA. 





Hoadyuartr 


Precision Instruments 


That Simplify 


© 





QUIET-HEET 


She Avislocrat of, OM BURNERS 


*% The Nation’s No. 1 *% 
Biggest-Selling Oil Burner 


ALL MODELS 
available for 
IMMEDIATE 
SHIPMENT 

QUIET HEET MFG. CORP. 


137 New Jersey R. R. Ave. 
Newark, N. J. 








Commercial Sta 









nderwriters 


Approved Unter” (515-39 
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ELECTRIC VACUUM 
CLEANER CO., INC. 


1722 Ivanhoe Rd. Cleveland, 0. 














© The Powerful Premier 
Cleaner not only earns 
profits on cleaning jobs— 
it also builds up service 
volume by uncovering leads 
on needed repairs! Com- 
pact and light in weight, it 
is easily moved and oper- 
ated by one man. Postcards 
which create demand for 
this fuel-conserving clean- 
ing service are made avail- 
able by Premier. Write 
today for complete informa- 
tion. 


NEW IMPROVED MODELS 
Completely Equipped 
Ye H. P. . . $74.50 
1H. P... $89.50 
Complete chimney 


cleaning equip- 
ment only 
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SCULLY SIGNAL CO. 
88 First St. 
Cambridge, Mass. 


Order P-110 permits builders and their 
subcontractors to obtain a rating of A-5 
on purchases of equipment needed for low 
cost remodeling, providing the remodel- 
ing increases the number of dwelling 
units. Purchase orders are limited to those 
for equipment listed in the Defense Hous- 
ing Critical List, the remodeling work 
must be located in a defense housing area, 
and the value of equipment bought must 
not exceed $100 a room or $800 a struc- 
ture. Rating may be obtained by builders 
by filing form PD-406 at local FHA of- 
fices. Remodeling under P-110 is not af- 
fected by Order L-41, which restricts new 
home construction. 


Tire Rationing Regulation No. 1. Per- 
mits owners of fueloil delivery trucks and 
oilburner service trucks to purchase new 
tires by applying to local rationing boards. 
In making applications for new tires, 
truck owners must show that a truck 
needing a new tire cannot be replaced by 
another truck with serviceable tires, that 
the old tire cannot be recapped, retreated 
or repaired; that spare tires on hand do 
not exceed one per truck. 










emergency maintenance, repairs and re- 
you get more for your 
money both in customer good will and 
elimination of costly maintenance calls. 


BALLOFFET DIES AND NOZZLE CO., INC. 


Precision Drillers placements, 


Since 1870 
Write for Bulletin 


‘5 ADAMS STREET 
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PLACES CUSTOMERS ON 


DROP BASIS WHETHER AT HOME OR NOT. 


trips as ordered by 


Which eliminates ‘special’ 
O.D.T. 


MAKES EVERY STOP A DROP 
Which eliminates 
O.D.T. #6. 


REDUCES MILEAGE 
Which by better dispatching, better routing 
and elimination of cross hauling nelps greatly 
25% mileage reduction ordered by 
#6. 


#6. 





toward 
O.D.T. 


Jore FOR YOUR MONEY 


USE BALLOFFET 
ACCURATE NOZZLES 





VENTAE&RM HELPS! 


Eo. U.S. PAT. OFF 


“AUTOMATIC” 


ALLOWS OIL DELIVERED WITHOUT ENTER- 
ING HOME 


Which saves much time and allows fewer trucks 
and men to make more deliveries. 






“call backs” as ordered by 


Airtemp Ductwork 
Saves 80% of Steel 


AN IMPROVED ductwork, called “Form- 
dux,” which uses only twenty percent of 
the metal usually required in ducts for 
forced-air furnaces has been announced 
by D. W. Russell, president, Airtemp 

v., Chrysler Corp., Dayton, Ohio. 

Airtemp engineers have tested and dis- 
carded dozens of materials since the steel 
shortage became acute, in an effort to find 
one which would meet all the require- 
ments of availability, low cost, fire safety 
and ease of assembly and installation by 
labor trained to work with metal. Air- 
temp is already in volume production on 
Formdux and will supply builders and 
heating contractors through jobbers or 
direct until jobbers are supplied. 

The importance of this new ductwork 
is impressed when it is realized that some 
300,000 of the low-cost, war workers’ 
homes called for by the Government's 
1942 housing program, must be heated 
with warm-air furnaces. Normal metal 
ductwork requirement for each of these 
homes would average 458 Ibs. of sheet 


PROTECTS AGAINST OIL SPILLAGE 
Which will mean much as “green” help is used 
to replace trained drivers. ; 


ALLOWS LATE NIGHT DELIVERIES WITHOUT 
HINDRANCE 
Which will eliminate the need of arousing a 
householder as depleted truck fleets necessitate 
longer hours to complete necessary deliveries. 








steel. Formdux reduces the steel require- 
ment in the average home to 81 Ibs.-—a 
saving of 377 lbs. per home or some 113,- 
000,000 lbs.—over 56,000 tons—of steel. 
Formdux sheets are shipped flat and re- 
quire minimum storage space. 


Elwood S. White 


ELWOOD S. WHITE, one of the best known 
and widely liked men in the oilheating 
and general heating industries, died May 
27 at the Emergency Hospital in Wash- 
ington, following an operation. His age 
was 55. 

Mr. White was president of the United 
States Radiator Corp. and the Pacific 
Steel Boiler Corp., both of Detroit, and 
of Taco Heaters, Inc., of Stamford, Conn. 

After graduating from Purdue Univ. 
in 1908, Mr. White entered the heating 
industry as a salesman for the American 
Radiator Co., leaving in 1916 to become 
general manager of the Edward R. Ladew 
Co., Glen Cove, N. Y. Leaving that con- 
nection in 1920, he became head of Taco 
Heaters. His election to the presidency of 
U. S. Radiator and Pacific Steel Boiler 
was in 1936 and 1937, respectively. 








4 Defective nozzles and strainers cause smallest to the largest jobs. 
=, more burner failures than any other 
le factor. By using Balloffet Nozzles for Stove. domestic. and 





SUTTENBERG, N 








PREFERRED DRAFT-€A-JUSTOR 
THE ORIGINAL. 
AUNDREDS OF THOUSANDS IN USE. 
Holds the draft constant in the fire box. 
Scientific draft control for the 


commercial sizes from 
4" to 24” in diameter. 


(ndustrial sizes from 
24” x 24” to 5’ x12’. 


WRITE FOR LITERATURE AND TRADE PRICE 


PREFERRED UTILITIES MFG. CORP. 
33 West 60th St.. New York. 







STILL THE BEST. 





N.Y. Boston Office: 839 Beacen St. 
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This. Oil Situation 
(Continued from page 18) 
I should be reduced to the approximate 
daily: average essential requirements indi- 
cated in this forecast until it can be clear- 
ly demonstrated that supplies will exceed 
this amount consistently. 

(2) The studies being undertaken 
looking towards the conversion of all 
types of burners using fuel oil and kero- 
sene should be concluded at the earliest 
possible date. Steps should also be taken 
to assure that these conversions will be 
made to the extent practicable before the 


WHY EXPERIMENT? 


Kraissl Products Offer 
Proved Performance 





Kraissl 
Class 60 
heavy oil 
pumps 





known and 
used as stand- 
ard equip- 
ment for many years wherever inde- 
pendent pump and motor sets are re- 
quired and as booster pumps for pump 
type burners. 


Kraiss! Class 72 
Strainers and Filters 





Single and duplex types for suction and 
discharge service. Any practical degree 
of filtration. A necessity on every fuel 
oil line to protect pumps and burner 
nozzles. Available for low pressures as 
well as high pressures up to 500 pounds 
hydrostatic test. 


Kraissl-Trumbull 
#522 Fuel Pump Unit 


for gravity type oil 
burners having a 
burning capacity of 
not more than 3 gal- 
lons per hour. A rug- . 
ged, dependable, wall 
pump approved by 
Underwriter's Labo- 
ratories, Inc. 





Write for literature and dealers prices. 


THE KRAISSL COMPANY 


295 WILLIAMS AVENUE 
HACKENSACK, NEW JERSEY 











coming winter. Further publicity should 
be given by both public and industry 
sources to the necessity for these conver- 
sions and the reasons for restricting con- 
sumption through economies in order to 
save petroleum products during this pe- 
riod of transportation shortage. 

(3) Supplies should be made available 
so far as possible in the areas nearest to 
the East Coast so that transportation fa- 
cilities may be most effectively used. The 
most obvious source of such supplies is 
the Western portion of Coordinator’s 
District No. I, which should definitely be 





included in the rationed area. Also, to the 
extent that supplies of products can be 
made available in the northeastern part 
of District No. II, tank cars would have 
about double their capacity for delivery 
into District No. I compared with move- 
ments from Texas, Oklahoma and Kan- 
sas. However, the higher costs of products 
in these areas must be recognized, and 
proper provisions made for recovery of 
the higher costs involved. 

(4) In order that the maximum num- 
ber of tank cars may be released for and 
kept in long distance movements, it is 


DEGREE DAY TABLES 


ONE MONTH ONLY——— 


—— SEASON TO DATE———— 


Apr. Apr. Apr. Percent (Sept. 1 to Apr. 30) Percent 
Normal 1941 1942 Change* Normal 1941 1942 Change* 
553. 408 «= 473 4-15.99 Albany 6287 6871 6221 — 9.4 
132 89 116 +30.3 Atlanta 2891 3034 2877 — 3.2 
396.2 243.. 234 = 999 Baltimore 4489 4318 3781 —12.4 
539 409) 463 4-13.2 Boston 5740 5794 5224 — 9.9 
666 501 1 +10.0 Buffalo 6458 6528 6003 — 8.1 
545. 396 370 — 6.6 Chicago 6098 5783 5314 — 81 
339 «227 279) +-22.9 Cincinnati 4683 4758 4397 — 7.6 
564. 413 3398) =— — 3.6 Cleveland 5954 5693 5393 — 5.3 
45 60 74 +23.4 Dallas 2455 2391 2393 + 0.1 
527. 535 399 —25.4 Denver 5459 5219 5636 + 8.0 
429 301 282 — 6.3 Des Moines 6255 5774 5536 — 4.2 
566 393 401 + 2.0 Detroit 6237 6140 5582 — 9.1 
534. 363 «6374 «=+ 3.0 Grand Rapids 6360 6063 ‘5600 — 7.6 
549 378) «8643300 414.5 Hartford 6146 6121 5542 — 94 
639 625 585 — 6.4 Helena 7469 6894 7064 + 2.5 
0 5 28 eo Houston 1157. 1238) §=6©1406) +13. 
413 233 275 = +18.0 Indianapolis 5315 5012 4664 — 69 
Sz 207 185 —10.6 Kansas City 5287 4630 4334 — 64 
168 177 168 — 5.1 Los Angeles 1388 1008 1230 -+22.0 
264 #4178 %169 — 5.1 Louisville 4180 4195 3939 — 6.1 
621 476 469 — 1.5 Milwaukee 6656 6378 6209 — 2.6 
578 574 400 —30.4 Minneapolis 7644 7518 6557 —12:8 
0 0 26 Pe New Orleans 1023 1215 1349 +411.0 
468 291 360 +23.7 New York oy bo 8! 5076 4619 — 9.0 
415 303 271 —10.6 Omaha 6072 5655 5577 — 14 
386 236 292 +23.7 Philadelphia 4751 4761 4253  —10.7 
423, 280 346 +23.6 Pittsburgh 5157 «©5595 5078 — 9.3 
669 557 611 + 9.7 Portland, Me. 6686 7129 6745 — 5.4 
339, «-2560=« 327) 427.7 ~~ Portland, Ore. 3849 §=93194 «3830 =—+-19.9 
558 376 445 +18.3 Providence 5763 5640 5180 — 8.2 
298 186 204 + 9.7 St. Louis 4564 4290 4077 — 4.9 
453 508 437 —13 Salt Lake City 5319 4895 5956 4121.7 
298 277 284 + 2.5 San Francisco 2432, «1776-2136 4+-20.3 
819 585 634 + 84 Sault Ste.Marie 8593 7920 7839 — 1.0 
465 296 366 +23.6 Seattle 4396 3214 3841 +419.5 
525 380 369 — 2.9 Toledo 5893 5909 5428 — 8.2 
349 204 229 +12.3 Washington 4478 4343 3877 —10.7 
*Compared with last year, not with normal. 
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MERCOID AUTOMATIC CONTROLS 











temperature 











BRANCH OFFICES AT: 


With restrictions curtailing installation of various types of heating equipment outside of defense requirements, attention 
is directed to the servicing and preservation of equipment now in use. x In this respect, The Mercoid Corporation extends 
its fullest cooperation with reference to the care of Mercoid Controls. % A complete line of Mercoid Controls is available 
for all essential maintenance or repair work. A special department will advise with you on any of your priority problems. 


MERCOID SENSATHERM 


Years of field experience has made 
this thermostat the tavorite among 
those who know the difference. Its 
dependable performance is based 
upon sound principles of construction 
and operation. It requires no artificial 
acceleration to maintain an even room 





THE MERCOID CORPORATION, 4219 Belmont Avenue, Chicago, Illinois 


393 7th AV. 


NEW YORK, 839 BEACON ST., BOSTON, 





Mercoid hermetically sealed corrosion- 
proof mercury switches used exclu- 
sively in all Mercoid Controls. They 
assure longer life and better control 
performance. 

Other popular features of Mercoid 
Controls are the simplicity of installa-s 
tion and ease of making proper ad- 
justments. 


MERCURY SWITCHES 











3137 N. BROAD ST., PHILADELPHIA 


Comparison of Estimates of Essential Demand and Forecast Supplies in Coordinator's © OPC, and that allowables higher than 
District |—June 1942 through March 1943 


Total Presently Overage (+) or Shortage (—) 
Estimated Forseeable In Presently Forseeable 
Essential Non-Tanker Non-Tanker Supplies 
Demand Supplies vs. Essential Demand 
Period Bbls. Daily — Bbls. Daily Bbls. Daily | Cumulative Bbls. 
June 1942 1,073,000 1,070,000 — 3,000 —- 90,000 
July 1,061,000 1,156,000 4. 95,000 + 2,855,000 
August 1,115,000 1,210,000 + 95,000 + 5,800,000 
September 1,217,000 1,211,000 — 6,000 + 5,620,000 
Last 3 mo. 1942 1,373,000 1,200,000 —173,000 —10,296,000 
First 3 mo. 1943 1,466,000 1,190,000 —276 000 35,136,000 
Average for Period 1,297,000 1,182,000 —115,000 


doing the local work of these tank cars 
be kept in operation, and that assurance 
be given that the relatively small amount 
of new rubber required be made avail- 
able. 

(5) Deliveries above current essential 
requirements should be added to inven- 
tories to bring present depleted stocks to 
necessary levels in anticipation of winter 
demand for fuel oils. 

(6) Refineries supplying District No. 
I should further change their operations 
as soon as possible to provide additional 


supplies of distillate fuel oil as well as 
residual fuels. However, to go further in 
this direction under present price ceilings 
(inherited from a period when gasoline 
was the prime refinery product) would 
speedily bankrupt some of the refineries 
affected, so means must be found to cor- 
rect the situation promptly before more 
drastic changes in yields can be expected. 

(7) It should be pointed out that avail- 
able transportation facilities are inade- 
quate to move crude or products from 
District No. III at rates higher than the 
levels of production recommended by the 
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RIZED || PUMP s¢ 


Repairing ||| Replacing 


PUMPS 


We use only Genuine Tuthill Factory-Made Parts 
Service 24 Hours Every Day 
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SATISFACTORY SERVICE GUARANTEED 


“EASY TO USE— 
ECONOMICAL TOO!” 
DISTRIBUTORS: Write for fine proposition. 


these will necessarily result in maladjust- 
ments in the industry and pipeline pro- 
ration by individual companies. 

(8) Such tanker capacity as may be 
available should be largely utilized to 
make deliveries to New England points 
in order to permit the most effective use 
of tank cars on shorter hauls and avoid 
bottlenecks at New England gateways. 

(9) Since residual fuel oil stocks on the 
East Coast have reversed their downward 
trend while gasoline and distillate fuel 
stocks are still going down, it is impor- 
tant that current and future directive or- 
ders be modified so as to produce a bal- 
anced stock position of all products based 
on a consideration of future demand. 

(10) Non-tanker methods of delivery 
should be still further increased. How- 
ever, the industry cannot be expected to 
continue, let alone expand, its heavy out- 
of-pocket contributions to war service 
when present price ceilings prevent cost 
recovery on any of the products it is 
bringing into this area. Either the Gov- 
ernment or the public must take care of 
the excessive wartime transportation costs 
if such methods are to be fully utilized 


CUT OIL HEATING COSTS 


Simply spray E-Z and soot vanishes 
instantly. Customers always satisfied. 
One trial will convince you. 








15 HENDERSON STREET 
Phone { Day: 





METRO SUPPLY COMPANY 


Everett 2661 
Night: Malden 2661 


EVERETT, MASS. No. 5 pkg. .. 


Spray Gun .... .75 
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HEALY-RUFF COMPANY, 797 Hampden Ave., St. Paul, Minn. 
Enclosed find check ( ) money order ( ). 
No. | pkg. ....$1.00 Name 

-. 4.50 Address 


Send the following prepaid: 
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tire box 


FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 
{Insertions are payable in advance. The rate is 75 cents per 
lline, with a minimum charge of $4.50 for six lines or less. 


POSTWAR BUSINESS OPPORTUNITY 


Small midwest oil burner manufacturer quitting business. 
Sacrificing rotary wall flame oil burner patent, including 
jigs, patterns literature, printers cuts, 3 burners, 12 motors, 
various parts of the burner in lots of 25, some parts ma- 
chined, others in rough castings. State allowed $13,000 for 
patent when business was incorporated. Sacrificing above for 
$1500. Boss Machine Inc., 820 Rice Street, St. Paul, Minn. 


Petroleum Advertising & Sales Promotion Manager with 
knowledge of rules and regulations of the O.P.C., O.D.T., 
W.P.B., & O.P.A. Also reading, ’riting ’n “rithmatic. Selec- 
tive service classification 3A. Available June 15th to help 
solve your problems. Your inquiry, direct or through your 
attorney or agency will receive the care of a gold bond. 
Resumé, if desired. Box 447, FUuELom & Ort Heat, 232 
Madison Avenue, New York, N. Y. 


FOR SALE—New Fluid Heat oil burning furnaces, and oil 
tanks. Carolina Engineering Co., P. O. Box 197, Durham, 
N. C. 








WRITE US for descriptive literature of our Oil Burner Elec- 
trodes and Accessories. Specialty Sales & Service Corp., 
138 Holden Street, Minneapolis, Minn. 


@\——OiL BURNER 
; = SUPPLIES Fr 


KEN TINNED “SOFSTEEL” TUBING replaces copper. Bends 
and flares easily. 50’ coils. Sizes 1/4, 5/16 or 3/8” o.d. 
DEALERS SAVE MONEY—write for our catalog of all installa- 
tion accessories and replacement parts for oil burners, stokers 
and automatic heating. Robert Barclay, Inc., 130 N. Peoria 


St., Chicago, Ill. 





GAUGE POLES 
Hard Maple—Gallonage Readings—etc. All lengths—Per- 
manent impression—Quantity discounts—Quick shipment-— 
Acme Company—340 W. Huron Street, Chicago, Il. 


BURNERS BIG, BURNERS SMALL, BOILER AND 
FURNACE UNITS. Burners for Nos. 3, 5, and 6 oil— 
Yes Sir, we have ’em. 
CHALMERS OIL BURNER COMPANY 
318 Ist Ave. N., Minneapolis, Minn. 


PRICE CHARTS RANGING FROM .001 to 21.9 cents. In tenth or 
quarter cents for fuel oil-kero-gasoline. Eliminate errors fig’ 
uring delivery tickets. Pricing done in a jiffy—-wHY BUILD 
THE SAME ANSWERS OVER AND OVER AND OVER AGAIN? DE- 
GREE DAY SYSTEMS, 51 W. 42nd St., New York, N. Y. 


OUR SYSTEM FOR AUTOMATIC FUEL OIL DELIVERIFS used by 
more distributors than any other method! It’s simple—cuts 
cost—saves gasoline and tires. See your trucks last through the 
war. Install Now and meet all Government regulations. 
DEGREE DAY SYSTEMS, 31 W. 42nd St., New York, N. Y. 


FUELOIL AND 











with BRODIE METERS 
and BRODIMATIC counters... 





Saving a minute doesn’t sound like much—but it’s those costly minutes saved in handling 
fuel oil and gasoline that add up to valuable hours in a day. With the time you save in 
loading and dumping through the use of Brodie Meters and Brodimatic Counters, it is 
possible to make each truck do more work, handle more gallonage, cover more territory 
and waste less mileage. Simultaneous multi-compartment filling speeds up loading opera- 
tions. Partial compartment dumps can be easily and accurately handled. Haphazard routing 
of deliveries and needless back-hauls are eliminated. Manpower, equipment, mileage, tires 


and petroleum products are conserved. Write today for Bulletin 142-C. 


RALPH N. BRODIE CO., Inc., 953 6lstT STREET, OAKLAND, CALIFORNIA, U.S. A. 


Cable Address: “BRopico” ° Division Offices: Chrysler Building, NEw York City ¢ 59 East 
Van Buren, CHICAGO * 302 South Pearl Street, DALLAS, TEXAS 


REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 


SRODIE METERS 


EQUIPPED WITH BRODIMATIC COUNTERS 





OIL HEAT, June, 1942 





M-H Advertisements 


like this are currently 


appearing in National 


Magazines. They tell 
your story, to millions 


of home owners... 








